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will keep your shop busy. . . . How to file for defense contracts .. . . How to lay 
cut a modern shop .. . . Store windows—How to use them .... Cashing in on remodeling sales... . 
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WASHINGTON REPORT 





Chief Mobilizer Charles E. Wilson is said to be 
worried over the continued upward reach of 
prices; and rather especially of food prices. A 
good many people, watching the ascension at 
the grocery store, jump to the conclusion that 
price controls don’t mean anything. The Wilson 
office is said to be gathering materials upon 
which to base a request to Congress for more 
restrictive powers over food costs. 


Living costs, says Economic Stabilizer Johnston, 
will continue to rise for a few months; say 
until midsummer. Whether or not the line 
fixed up in the dog days can be held will depend 
upon balancing the budget, further tightening 
of credit and hoisting production to loftier 
heights. Or so the Stabilizer says. 


The Office of Price Stabilization plans to open 
upwards of 30 additional price control offices 
during February and March. Incidentally, the 
Foggy Bottom eating commodities, according 
to the BLS, have reached the highest price point 
of record; two and a half percent above the 
earlier peak. Right on the control doorstep! 


The National Production Authority has amended 
M-5 and M-7; orders having to do with alumi- 
num. M-5, having to do with production and 
fabrication, has rather sharply increased the 
percentage of DO rated orders which producers 
and fabricators must accept; in some cases up 
to 45 percent of their average monthly ship- 
ments during the first eight months of 1950. 


Aluminum Prohibited-Use List: This affair has 
been fattened up by the addition of some 200 
items. Those of special interest to building 
materials retailers include cabinets, certain 
types of doors and frames, gutters, metal 
lath, mouldings and trim, residential types of 
roofing and siding, stove pipe, Venetian blinds 
and fences. Effective date, April 1; but items 
in process of manufacture on or before March 
31 and finished by May 31 are exempt. 


Steel and Copper: The NPA indicated early in 
February that a percentage limitation would be 
placed upon the use of these metals in the man- 
ufacture of autos and durable household goods. 
The use of percentages instead of setting an 
actual number of end-product units — stoves, 
refrigerators and the like—is to let producers 
make their limited bulk allowances of the 
metals go as far as possible by adding some 
substitute materials. 


The Office of Price Stabilization has been work- 
ing on an order which should be out before you 
read these lines; a marginal mark-up, replac- 
ing the frozen ceilings on literally millions of 
items sold at the retail level. This margin for- 
mula will be the retailer’s own normal, cus- 
tomary, “historic” price mark-up. 

The General Ceiling Price Regulation, however, 
will be the Cop on the Corner until the marginal 
mark-up begins doing its stuff. As of now, 
there’s no person in the OPS who’ll talk with 
a harried retailer about his GCPR problems. If 
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the dealer feels completely stuck and sees the 
jail house yawning before him, he can put his 
questions in writing and mail them to the Di- 
rector of Price Stabilization, in Washington, for 
interpretation. 


Questions and Answers: The OPS Has put out two 
series of GCPR explanations; the questions 
usually asked and the answers that in general 
cover them. These are not legal rulings, since 
such rulings are issued only in specific cases; 
but they are guides. They’re numbered OPS- 
GPR-89 and OPS-GPR-93. Your State or re- 
gional association office will have copies; or you 
can get them from the OPS, in Washington. 


General construction volume, at this writing, is 
at a level higher than the average for 1950. 
Home building, supposed to be checked by credit 
limitations, made a new January record; run- 
ning more than 20 percent ahead of a year ago. 
It may have been the backlog of contracts hur- 
riedly placed when Washington got loud about 
shortened credits. 


Total January Investments in AU types of con- 
struction passed the two billion dollar mark; 
while in January of 1950 these investments 
stopped at a total of one billion, seven hundred 
millions. 


Lumber, according to report, is being produced 
in the Pacific Northwest at a rate 25 percent 
higher than the 1950 average. Some disagree- 
ment about the figures and the reasons for 
them. The stock must be getting sold, else it 
wouldn’t be sawed. Clearly most of the buyers 
expect the young construction boom of ’51 to 
carry on for some months; or maybe they’d 
rather have lumber in the yard than cash in 
the bank. 


But the high-level output of civilian goods looks 
a little lush for long-lasting purposes. There’s 
that metals scarcity, gouging into nearly all 
lines of production. It’s pretty apt, in the re- 
mainder of the year, to issue in still more limi- 
tations and controls. Steel is the boss man; and 
when he slows down about everybody else de- 
celerates. 


The Treasury seems to have won its argument, 
at least temporarily, about the level of Federal 
interest rates. Treasury wanted to keep them 
low; since a half of one percent increase on all 
outstanding bonds would raise interest charges 
by about one and a half billions a year. 


The Federal Reserve wanted higher rates; so that 
banks and insurance companies wouldn’t be 
forever selling their bonds at the pegged prices 
to the FRB and using the proceeds in expansive 
and inflationary projects. 


But something new of a predictive sort has been 
added; something touching our industry. The 
soothsayers think that within a few months 
the credit controls and metals restrictions and 
their accomplices will check civilian construc- 
tion to the point where the mortgage market 
will begin to get a little thin. 
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NEWS BRIEFS 





Spot checks show that many dealers are experiencing volume as 
niuch as 40 percent above a year ago. Many dealers—especially in 


industrial areas—report a big backlog of housing starts waiting 
for a break in the winter weather. 


* * * 


Wiring and plumbing materials look like the first possible 
brakes on the housing market. These items are getting short right 
now. They are liable to pinch the small builder first, catch up 


with the big operator who has better supply sources by the middle 
of summer. 
* * * 


Four types of subsidies are proposed. First, those paid to high- 
cost producers, to keep them going without granting a general 
price increase. Second, those paid to producers who have a supply 
of high-cost raw materials of a kind on which a price rollback 
was later ordered. Third, an indirect subsidy managed by the gov- 
ernment’s buying high-cost raw materials and selling them to 
processors at a loss. Fourth, a general subsidy paid to a whole in- 
dustry to encourage high-volume production. 


* * * 


A group of well-known technical experts in our industry have 
been studying the alleged waste in building construction. Among 
these men are Richard Kimbell, of the NLMA, Clark Daniel, of 
the National Association of Home Builders, and Ralph Walker, of 
the American Institute of Architects. They believe Americans can 
have better houses, at savings in some instances up to 40 percent. 


* * * 


Vhe waste, as these men see it, is found in ancient codes, varying 
from city to city, outlawing newer methods and materials; also 
in the vast numbers of odd and unstandardized sizes and patterns 
of materials. Featherbedding gets a look, and so do out-of-date 
methods of building, design and general labor practices. 

* 7% * 

These specialists hope the things can be corrected voluntarily. 
But if this doesn’t happen, they suggest that the Office of Defense 
Mobilization take a hand by refusing to allocate materials to 
projects that haven’t gotten into line on a national waste-minimiz- 
ing program. ... Incidentally, Research Director Ratcliff of the 
H&HFA says the research work of his agency will be aimed espe- 
cially at the conservation of scarce materials in construction. 


* ** * 


Better get used to the idea of controls; not only for now but for 
some years to come. This is what the big boys, in industry and in 
government, tell us. 

ok * * 

Uncle Sam is already developing extra muscle; both industrial 
and military. Our friends are not so chilly as they were, and our 
enemies are not so arrogant. 

* * * 


This getting braced against being pushed around is a good feel- 
ing. But it’s going to mean a sustained drive. No more wild 
preparedness rushes all of a sudden, when somebody gives us a 
dirty look; followed by equally wild rushes to tear the prepared- 
ness stuff down when the threatening party backs off. This is the 
word put out by top-flight business men and by high Federal 
officials. 

* * * 

Better get acquainted with control plans; not only Federal 
orders but Federal plans. Shortages will be followed swiftly by 
cutbacks; steel, aluminum, copper, hides, paper, plywood. Auto 
output will be reduced by more than 30 percent in the second 
quarter. Civilian appliances, especially those made of metals, will 
hit into a still tougher percentage reduction. 
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January Construction 
Up from Year Ago 


Construction activity in 
January was one-fifth higher 
than a year ago, the Building 
Materials Division, U. S. De- 
partment of Commerce and the 
U. S. Labor Department’s Bu- 
reau of Labor Statistics re- 
ported. The total value of new 
construction put in place 
amounted to nearly $2.1 billion, 
after a seasonal decline of 7 
percent from the December 
1950 total. 

A speeding-up of industrial 
plant expansion, particularly 
by the Federal Government, 
was beginning to be evident. 
Military and naval construc- 
tion, though still at a relatively 
low level in January, was up to 
three times the year-ago rate. 
Commercial building was 54 
percent above January 1950. 

Privately financed construc- 
tion put in place during Janu- 
ary was valued at more than 
$1,500 million, 7 percent less 
than in December 1950 and 21 
percent above a year ago. New 
homebuilding, which continued 
at record levels for this season 
of the year, accounted for more 
than one-half of total private 
outlays for new construction. 

Public expenditures for new 
construction during January 
amounted to about $500 mil- 
lion, 8 percent less than in De- 
cember 1950. They were 22 per- 
cent above the level of January 
last year, primarily as a result 
of larger outlays for schools, 
highways, and military facili- 
ties. 


Annual Maple Flooring 
Meeting Held 


At the 54th annual meeting 
of the Maple Flooring Manu- 
facturers Association, held at 
the Blackstone Hotel, Chicago, 
on January 26, Northern hard- 
wood flooring manufacturers 
were told that on the surface, 
and barring unforeseen regula- 
tions, they should find a ready 
market for their products dur- 
ing 1951. 

W. C. Abendroth, Reed City, 
Michigan, who was re-elected 
president for the 5th year, said 
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Nearly five decades of glass cutter manufac- 
turing experience back every FLETCHER "Gold 
Tip" Glass Cutter. Your satisfaction is guar- 
anteed. 


Fe 











* Small tools such as glass cutters are taken for 
granted. Few people realize the precision that must 
be built into these little hand cutters that are often 
entrusted to cut hundreds of dollars worth of glass. 


FLETCHER Glass Cutters are manufactured under 
rigid specifications and inspections. Each cutter is hand 
tested and guaranteed to give you the service expected 
from any quality tool. For best results, always SPECIFY 


THE FLETCHER-TERRY CO. 








the current trend definitely 
pointed to the industrial field 


“Due to the expected declin« 
in new housing starts this year, 
it is my opinion that we can 
write off much of the substan 
tial amount of business enjoyec 
annually from the residentia! 
market,” Abendroth related. 

“While we are losing out i 
the home building field, we se 
ahead the increased deman 
for Northern Hard Maple ani 
Birch Flooring in new indus- 
trial plants, factory moderniza- 
tion programs and military es- 
tablishments,” he said. 

Other officers elected at the 
meeting were: D. S. DeWitt, 
Oconto, Wisconsin, vice presi- 
dent and W. W. Gamble, Jr., 
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White Lake, Wisconsin, treas- 
urer. L. M. Clady, Chicago, 
is secretary-manager of the 
group. 

Abendroth remarked that the 
industry last year experienced 
a record in housing construc- 
tion which consumed more 
hardwood flooring than even the 
most optimistic producer an- 
ticipated. 

“During 1950, industry 
manufacturers produced almost 
7 million feet more than in the 
previous year and shipped ap- 
proximately 16 million feet 
more than in 1949,” he said. 
“Unfilled orders at the begin- 
ning of this year stood at 18, 
898,000 feet, with stocks on 
hand totaling only a little over 
4 million feet. Our combine: 
order files were equal to abou 
five months’ production, whic! 
indicates an excellent statisti 
cal position for the industry.” 

Reviewing the activities 0! 
the association, Mr. Abendrot! 
said the advertising, promotio) 
and publicity program unde! 
taken in 1950 was well timed 


and helped all industry manu- 


facturers to dispose of an ac 
cumulation of slow moving 


items which in some instances 
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2 WAYS TO GET YOUR SHARE OF 


Shows your entire line of Koroseal Cove Base... the modern 
replacement for wood base board—and your whole line of 
Koroseal Cove Molding ... the perfect trim for counter tops, 
bath tubs, stair risers and ceilings. It’s the wonderful build- 
ing material that can’t rot or stain, scuff or dent... that’s 
unharmed by grease, acid, alkali, soap or moisture. Panel 
measures only 20" x 30"—legs are detachable. It’s a sales- 
maker that sells on the floor, on the wall, in the window! 


*Koroseal is a registered trade-mark of the B. F. Goodrich Company 
tTrade-mark 


we 
Design-A-Floori 
Tile “Department”! 


Ses Cove Base 
‘and Cove Molding Unit! 
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SLOANE-BLABON CORPORATION 


— 
we, 


It’s the “sales department” that hangs on the wall... and 
what a selling job it does for you on tile! Design-A-Floor 
shows five different tile grades in actual 9" x 9" size. It 
features educational information which tells the major selling 
points for each grade. What's more, it enables you to solve 
every customer’s tile requirement with one line .. . the com- 
plete Sloane Quality line! Design-A-Floor takes little space 
(measures only 2 ft. wide, 4 ft. high) . . . means big business! 


SLOANE-BLABON Corporation, Dept. AL-1-2 
295 Fifth Avenue 
New York 16, N. Y. 


about these two profit-making “‘department-displays.” 


295 FIFTH AVENUE, NEW YORK 16, N. Y. 7 oe 
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SENB COUPON FOR FREE COPY OF DESIGN-A-FLOOR BO6K 
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i Send me a FREE copy of the Design-A-Floor booklet and more information 
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KILN DRIED YELLOW PINE --- END-MATCHED FLOORING --- TIMBERS 
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SOUTHERN HARDWOODS 
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became somewhat burdensome 
in their inventories. 

“This is very encouraging 
and proves the value of group 
cooperation and teamwork,” he 
asserted. “It is my opinion that 
this fine teamwork benefits the 
entire hardwood flooring indus- 
try and will prove more than 
helpful in working out mutual 
problems during the uncertain 
days ahead,” he continued. 

“Certainly, as a group, we 
are doing everything possible 
to maintain the grading stand- 
ards expected of us by the 
building public. Relaxing any 
of our standards, even in times 
of National emergency, is not 
our way of doing business. Our 
guarantee of grades will be 
maintained.” 





Net Profits of Wholesalers 


MLLIONS Net Profits After Taxes of Corporations Engaged _miwions 
~fh neat in Wholesale Business, 1929-1949 athe mg 
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Wage-Hour Booklet 


A 36-page booklet covering 
the status of the retail lumber 
dealer under the Fair Labor 
Standards (Wage-Hour) Act as 
amended in 1949 has just been 
released by the National Retail 
Lumber Dealers Association. 

“As a general rule,” states 
the booklet, “lumber dealers 
who were exempt under the for- 
mer law and administrative 
rulings will continue to be ex- 
empt under the new amend- 
ments. Dealers who did not 
formerly qualify for exemption 
may or may not be exempt, de- 
pending on the type of sales 
which previously prevented 
their exemption.” 

If not more than 25% of your 
sales are at wholesale, it is 
probable that you qualify for 
an exemption. A study of the 
contents of the book is recom- 
mended. 


Dry Kiln Course 


The 34th short course in dry 
kiln engineering will be held 
April 2-7, inclusive, at State 
University of New York Col- 
Syracuse, 


lege of Forestry, 


Dean Joseph §S. Illick has an- 
nounced. 


The 1951 course will be short- 
ened to six full days in order 
to save students the expense of 
a weekend break in the instruc- 
tion, it was explained by Prof. 
James M. Owens, who is organ- 
izing the course. Tuition will 
be $50, and enrollment will be 
limited to 25 men. 

Drying of partially air dried 
hardwoods, either birch or 
maple, will be a feature of the 
1951 course, Mr. Owens said. 
He is liaison between the Col- 
lege of Forestry and wood using 
industries. 

Major instruction emphasis 
will be given to wood preserva- 
tion, salt seasoning, gluing, and 
methods of increasing wood’s 
resistance to fire—topics which 
will be handled by a well known 
authority on them, Prof. Alfred 
H. Bishop of the college’s forest 
utilization department. Prof. 
Raymond J. Hoyle and Profes- 
sor Owens will also participate. 


Enrollment forms, informa- 
tion about living accommoda- 
tions near the campus, and 
other facts on the short course 
may be obtained by writing 
Prof. J. M. Owens, State Uni- 
versity College of Forestry, 
Syracuse 10, New York. 


Markets 


TACOMA—The lumber in- 
dustry throughout this area is 
digging out from under the 
pileup that resulted from the 
week-long rail tieup in this 
region. Both outgoing lumber 
shipments and incoming log 
supplies were affected and in 
both cases, the results were 
serious. Because of the result- 
ant dearth of logs, at least two 
local mills were forced to sus- 
pend entirely and several 
others had to drastically cut 
down production. Insufficient 
rolling stock has been a ship- 
ping handicap all Winter and 
the situation the past week 
added heavily to the burden. 

Those logging camps that 
were still operating have been 
hit heavily by rain and snow 
during the last few days and 
have been obliged to virtually 
suspend production. In con- 
trast to the stoppage of rail 
shipments, water movement, 
particularly to the east coast, 
has been brisk. At least three 
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.. Circular Saws 
Radial Arm Saws 8-10-12” — tilting-arbor 
or tilting-table 





Jointers 
6”-8” 
Band Saws 
14”-20”-36” 


it Delta’s BIG 5 to Work NOW! 
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Greater Safety! 
Bigger Capacity! 
Greater Accuracy! 
More Convenience! 





DELTA-MILWAUKEE? 13” x 5” PLANER 


Imagine a planer handling short 6” stock unbutted — and 
extra-size stock up to 13” x 5”, This new Delta does! And 
it’s totally enclosed — the safest planer you can buy. 

But that’s not the half of it! You get these exclusive fea- 
tures, besides: Fingertip clutch control. Depth scale you 
can read from any position. Individual blade adjustment 
and simplified measuring device that make blade-setting 
easy. Cutterhead you can change without taking the ma- 
chine apart. 

Every one of the Big 5 Delta machines offers extra value 
at low cost — and adds new-profit facilities to your shop. 
Equip with these machines to give your customers full 
cutting service, to do special millwork, to re-work, saw, 


and finish dimension stock, etc. Send for details, 


DELTA POWER TOOL DIVISION 


Sold only through authorized dealers 


— available on easy time payments. ae k j é 
Look for the name of your Delta isd € we 


dealer under “Tools” in the classified ® 
section of your telephone directory. 


Free... | 


6 Times 


A Year! 


The Power Tool 
Journal — 12 
Pages packed 
with detailed job 
data, fully illus- 
trated — hand- 


bookoftime-and 


money-saving 
ideas! 


Manufacturing Company 
MILWAUKEE 1, WISCONSIN 


Tear out this coupon and mail today! 


Delta Power Tool Division 
ROCKWELL MANUFACTURING COMPANY 
692C. E. Vienna Avenue, Milwaukee 1, Wisconsin 


Send me free — [] The Power Tool Journal — 6 times a year. 


Title... 


L Catalogs and bulletins on complete Delta line. 


aeee ee ceceeecccenscececncccccenecenseacccseececs cesses ccceerescesceeeecesneesenseecensenssen sees eseseseseeesBeceseenane 


a eecceennennsccceenesccccssccwececccscnceseesescccecessccsccsccctes cons ceecesseesonnees sseeeseseeesesseeeseeees es eeeees 


IU sin iniesscscessccccsensnenitbientnsteanactomntatinnn tcataccnmeceennacaanatanentamemnmaigis aacceent 
TICs cciicisnsininnsisecninnnstinnnsiisiniasiitiiatiinnnianiasaiiieatansinistihnaciitaaae 


City... 


ee 
W-64A 















‘Pennuernon| 

| Window Grass 

ae a 
Me Ni 


SN 


PAINTS - 


FITTSBURGH 





14 


(ee 


that really says a lot! 


A “silent salesman” 


Te SELL 
pennueRNON 
| winpow GLASS 


HEN you place this attention-com- 
pelling Pennvernon decalcomania 


on your store window or door, you tell the 
world that “here is headquarters for qual- 
ity window glass.” It’s a strong point-of- 
purchase tie-in which takes advantage 
of the exceptional public acceptance of 
Pennvernon as window glass at its best. 
Display this decal prominently. It will 
bring more buyers into your store, not 
only for Pennvernon Window Glass, but 


for other supplies too. 


these other hard-hitting sales aids 


—which will help you achieve a well-integrated promotion 


effort: (1) a powerful, sales-winning window card; (2) an 


eye-catching counter easel; (3) an ingenious 3-piece streamer; 


(4) resultful envelope folders; (5) effective newspaper mats. 


Put these business-builders to work. 


You can get them 


through your local Pittsburgh Plate Glass Company branch 


or jobber. 


GLASS 


PLATE 


- CHEMICALS - 


BRUSHES - 


PLASTICS 


me ey ee COMPANY 
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ships were loading cargoes of 
lumber over the week end that 
had been barged in from Olym- 
pia and Shelton. The largest of 
these, 2,000,000 feet, was going 
to the Atlantic Coast aboard 
the Herman Trasch. Weyer- 
haeuser’s F. S. Bell was loading 
another 1,000,000 feet, also for 
the east coast, at the Shaffer 
dock. The Penmar of the Cal- 
mar line was taking 800,000 
feet for Atlantic Coast points 
at the Port of Tacoma dock. 


The St. Paul & Tacoma Lum- 
ber Company here currently is 
engaged in building a $100,000 
addition to its plant that will 
permit utilization of waste 
products. It will remove bark 
from slabs and other waste 
timber and this in turn will be 
utilized by the St. Regis Paper 
Company plant here. Comple- 
tion is expected in about six 
months. 


SEATTLE—Log inventory as 
of February lst is good but 
many mills are running mul- 
tiple shifts which accelerates 
withdrawal of logs from the 
storage ponds. Columbia river 
supplies dropped 70 million 
feet for the month, 321 million 
feet being on hand; a year ago 
the total was 373 million feet. 
Puget Sound reported 427 mil- 
lion feet, a loss of 93 million 
for the month. A year ago the 
total was 374 million. Grays 
Harbor with 79 million was 
down 11 million. On Feb. Ist 
1950 the total amounted to 62 
million feet. 


Mill production continues 
very high. Weather conditions 
have been favorable. There is 
some threat of a sawmill work- 
ers strike. Demand-prices—The 
railroad strike, cold weather in 
much of the country and uncer. 
tainties of price control ar 
three factors that make mid- 
February a confused or waiting 
period. Some mills have an- 
nounced their control prices: 
others have withdrawn lists and 
still others, perticularly com 
panies with more than one mil 
are still figuring out whai 
prices should be. Mills which 
made special efforts to stick to 
the Voluntary freeze of Decem- 
ber list now find themselves 
with control prices below those 
of others which accepted highe1 
figures. Buyers seek lumber at 
the lowest prices they can find 
but many are out of the market 
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That's what dealers, contractors and carpen- 
ters who know the merits of Kinzua Pine say 
—because Kinzua is a nice, soft, workable 
Pine—because Kinzua lumber is always well- 
manufactured, is always properly kiln dried, 
is always dependable value lumber. 


Kinzua has the long-run interest of customers 
at heart, because Kinzua is working toward 
a perpetual timber supply, a permanent 
operation and a continuous supply of Kinzua 
"Quality Guaranteed" Ponderosa Pine. 


For utmost satisfaction on your present 
and future lumber needs, specify Kinzua 
Ponderosa Pine — "Architect Designed" 
window and door frames, bevel siding, 
ceiling, casing, base, finish, knotty pine 
paneling, boards, glued-up floor blocks, 
glued-up panels, Fir and Larch boards 
and dimension. 
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KINZUA PINE MILLS CO. 
KINZUA, OREGON 
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ES-NAIL 


4 new performance improvement features 


NEW DESIGN INCREASES 
PERFORMANCE AND SAVINGS 











27] baz2| 1 The 1951 ES-nail is distin- 
c44 1274 guished by a design change 
tes £74, which positively eliminates dan- 
Cm ger of loose shingle corners at 
Ze\wy\Z7.2, Nailing points where sheathing 
YG 2 444.59 e 

i,7| 4% is backed by studs or wood mem- 
LLL, OY? 











bers. As shown by the adjoining 
sketch, when the driving leg 
penetrates a stud, the new design 
permits a bellows-like expansion 
into the sheathing material... 
allowing the nail head to flatten 
completely without distortion. 


2 New longer, wider locking- 
foot increases holding power of 
the 1951 ES-nail more than 30% 
when used with gypsum sheathing and up to 
50% with insulation sheathing. Redesigned 
locking mechanism provides a tight clinch re- 
gardless of variations in sheathing, paper, and 
shingle thicknesses. 


3 New, sharper ES-nail point assures quick, 
clean penetration of sheathing— prevents rup- 
ture of sheathing back. 


4 New ES-nail head can be driven home with 
approximately 25% less force —automatically 
provides a complete clinch of the locking foot 
even with wide variations in shingle quality 
and nail-hole size. 

Try the new 1951 ES-nail on your next side- 
wall shingling job! 

For complete information write to Elastic 
Stop Nut Corporation of America, 2330 Vaux- 
hall Road, Union, New Jersey. 


c ai 
A PRODUCT OF 


Elastic Stop Nut 
Corporation of America 


Available through Johns-Manville Sales Corp., 
National Gypsum Co., Weather- 
best Corp., Creo-Dipt Co., Inc., 
Keasbey and Mattison Co., and 
American Stained Shingle Co. 


Approved by the Red Cedar 
Shingle Bureau, Seattle, Wash- 
ington, representing manufac- 
turers of Certigrade Shingles. 
®@®Trade Mark Reg. U. S. Pat. Off. 





























CERTIGRADE 
Rea Coaar 
SHINGLES 








carefully waiting to see what 
will happen. The market level 
is about the same as 2 weeks 
ago. 

The railroad strike resulted 
in slow movement of box cars 
out of lumber producing areas. 
Some 500 cars, all loaded, are 
reported standing at Eugene, 
Ore. and there are hardly any 
cars available. 

Prices at the large mills vary 
$6 to $7 on commons but at 
the medium sized mills the 
spread is often $10-11. Upper 
items are about the same at 
most mills. Pines are very 
strong and hard to find and 
spruce is scarce. 

KANSAS CITY—Not only 
were the lumber operators in 
the Southwest marking time on 
account of the new price regu- 
lations but one of the severest 
winters virtually closed down 
production and shipments. 


Mills were unable to work on 
account of the zero weather and 
the kilns were not operating 
either. In addition to the cold 
there were heavy snows in 
many sections of the district. 
Plants were shut down and 
even the larger ones with some 
protection against the ele- 
ments were unable to open for 
cutting. 


There was virtually no move- 
ment of lumber from mills and 
retailers were not inclined to 
make commitments. This was 
due to the weather plus the fact 
that retailers feel they are pro- 
tected by ceilings. Prices will 
not go above the December- 
January base period so there is 
no rush to make commitments. 


Mills were not issuing price 
lists to the trade and in the 
main notified the yards to sub- 
mit inquiries. Most mills had 
increased their prices late in 
December, so the January 25 
price was about the high for 
the base period. 


On such key items as No. 2 
8-inch boards the high prices 
ranged from $88 to $93 on the 
west side of the Mississippi and 
about $90 on the East side; on 
6-inch stock the west side price 
was $85 to $90 and the east 
side was about $88. 

On dimension, the west side 
price lists for 2 by 4’s were 
about $75 to $80; for 2 by 6’s, 
$80 to $85 and 2 by 8’s, $85 to 
$90. On the air-dryed stock on 





the east side the price generally 
was about $5 a thousand 
cheaper. 


Lumber—National 


Lumber shipments of 43: 
mills reporting to the Nationa! 
Lumber Trade Barometer wer 
16.2 percent above productio 
for the week ending Februar: 
3, 1951. In the same week ne‘ 
orders of these mills were 5.‘ 
percent above production. Un- 
filled orders of the reportins 
mills amounted to 65 percent of 
stocks. For reporting softwood 
mills, unfilled orders were 
equivalent to 32 days’ produc- 
tion at the current rate, and 
gross stocks were equivalent to 
46 days’ production. 

For the year-to-date, ship- 
ments of reporting identical 
mills were 6.8 percent above 
production; orders were 23.5 
percent above production. 

Compared to the average cor- 
responding week of 1935-1939, 
production of reporting mills 
was 79.6 percent above; ship- 
ments were 69.4 percent above; 
orders were 50.3 percent above. 
Compared to the corresponding 
week in 1950, production of re- 
porting mills was 35.1 percent 
above; shipments were 9.8 per- 
cent above; and new orders 
were 13.4 percent below. 


Western Pine 


Production by the 91 mills 
reporting to the Western Pine 
Association for the week end- 
ing February 3, 1951, totaled 
44,103,000 feet, as compared to 
35,928,000 feet for the corre- 
sponding week a year ago. 
Shipments for the week ran to 
55,733,000 feet, slightly less 
than the 58,489,000 feet for the 
same week in 1949. Orders for 
the week totaled 47,434,000 
feet, down from 65,816,000 feet 
for the week a year ago. Aver- 
age weekly production for these 
mills over the past three yeai's 
was 58,016,000 feet. Unfilled or- 
ders at the week’s end totaled 
233,571,000 feet compared to 
250,228,000 feet a year ago. 
Gross stocks stood at 640,617 .- 
000 feet compared to 739,259.- 
000 feet a year ago. 


Southern Pine 


The 113 mills reporting to the 
Southern Pine Association for 
the week ending February », 
1951, cut 9,329,000 feet, which 
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IT’S GOT EVERYTHING, 
this NEW 


Universal-Rundle Catalog! 








UNIVERSAL-©-RUNDLE 


ew (951 Book 


about bathroom fixtures 






% 
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NIVERSAL: QUNDLE 


ceeenceneeeeeoS 
es 
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New architect-designed bathroom plans in full colors . . . Drawings and specifications 


of complete bathroom layouts, and of every individual Universal-Rundle fixture . . . 


Color schemes . . . Commercial, industrial, and institutional fixtures . . . Kitchen equip- 


ment, sinks, wall and base cabinets . 


. . The facts about fittings and trim... A catalog 


of complete help for the planning, specification, and installation of bathroom and 


kitchen fixtures . .. A ‘‘must’’ for your working library—send for your copy! 


DESIGNS FOR BETTER BATH- 
ROOMS, are these full-color ren- 
derings of the finished bath, with 
detailed mechanical layout drawings 
and specifications. Planned by an 
architect, they help prospects visu- 
alize the fixtures in a harmonious, 
decorative setting, help them make 
up their minds. 


FIXTURE PHOTOGRAPHS TO 
HELP YOU PLAN are here in 
profusion. Actual photographs of 
every fixture in the Universal-Rundle 
line, with full specification data and 
accompanying drawings—of bath- 
tubs, lavatories, and water closets in 
the home, commercial, industrial and 
institutional fields. 


SELLING KITCHEN FIXTURES 


is easier with help like this! Ten pages 
of photographs, drawings and specifi- 
cations of Universal-Rundle Enameled 
Cast-Iron sinks, cabinet sinks, base 
and wall cabinets, and sink trim. 


Universal-Rundle Giz 


CORPORATION 


BUILDING Propucts MERCHANDISER 








WATCH UNIVERSAL-RUNDLE IN ’51! 
1951 will see a big-space national advertising cam- 
paign to sell home builders and remodelers on the 
first’ quality and style of Universal-Rundle fixtures. 
Smashing full-page, four-color, eye-opening adver- 
tisements will be seen in such national consumer 
magazines as the Saturday Evening Post and Better 
Homes & Gardens early this year. Watch for them! 
Powerful merchandising, direct mail, displays, cata- 
logs, consumer plan-books, newspaper ads, etc., will 
make the American public ““U/R-conscious”! 


Mall Thus Coon Tody/ 


New Castle, Pa. 


Gentlemen: Please rush me one copy of your new 1951 
catalog. My letterhead is attached. 


Name 








Street 








City. Zone. State = 





© NEW CASTLE, PAs» 
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was 49.55 percent the three 
year average. Orders for the 
week totaled 13,553,000 feet, 
26.71 percent below the three 
year average. Shipments dur- 
ing the week amounted to 11,- 
835,000 feet, 36.00 percent be- 


low the three year average. 
Shipments ran 26.71 percent 
above production while orders 
ran 45.28 pereent above produc- 
tion. Total stocks on hand at 
the week’s end amount to 159,- 
741,000 feet. 


The Lumber Market at Presstime 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 
mately ten days before receipt of the magazine—the Editors. 


DOUGLAS FIR 
Vertical Grain Flooring 
B&Btr. Cc D 
SEe since ckeuwas 170.00 160.00 120.00 
Flat Grain Flooring 
SEE caroneemesan 145.00 135.00 103.00 
i ere 165.00 160.00 110.00 


Drop Siding 
1x6 (Pat. #106).160.00 155.00 118.00 
1x6 (Pat. #116).155.00 150.00 115.00 


Ceiling 

BIERE. gavoossans 115.00 110.00 70.00 
BEG wsncuees 120-130 115-125 100.00 

Boards and Shiplap and 2” 

(green) 1x6 1x8 1x10 1x12 
O. 2 occ tO 78.00 76.00 78.00 
No. 2 ....74.00 75.00 73.00 75.00 
No. 3 ....59.00 62.00 59.00 62.00 


No. 1 Dimension 
12’ 14’ 16’ 
2x 4 79.50 79.50 79.50 i 
2x 6 83.00 83.00 83.00 83.00 83.00 
2x 8 83.00 83.00 83.00 ‘ ‘ 
2x10 83.00 83.00 83.00 83.00 83.00 
2x12 83.00 83.00 83.00 83.00 83.00 


No. 2 Dimension 


2x 4 76.00 76.00 76.00 76.50 176.50 
2x 6 75.00 74.50 75.00 79.00 79.00 
2x 8 74.50 74.50 74.50 74.50 74.50 
2x10 74.50 74.50 74.50 74.50 74.50 
2x12 73.00 73.00 73.00 73.00 73.00 
No. 3 Dimension R/L Only 
PE sudepadinwee cle ae eae + o.0memnets 62.00 
a csH8eneecereskue tee eencawee 61.00 
BUTI >. 9 ts Spnracetetan Wika excavate wore an ae 60.00 
EE uu al bar ave aia oe Ore i al eagle 58.00 





WESTERN PINES 


PONDEROSA PINE 


Selecis 

S2 or 48 4/4 RW 5/4RW 8/4 RW 
C&Btr. RL ...275.00 285.00 280.00 

Shop, 82S No. 1 No. 2 
Dt Shindewne denne ed ee 165.00 145.00 
Be bbe skins eiwemnew es 160.00 135.00 

Commons 

S2 or 4S No. 2 No. 3 No. 4 
c ee ae 130.00 95.00 78.00 
1x12 RL oe ee 28.00 95.00 nan 

Idaho White Pine 

Selects S2 

or 48 1x4 1x6 1x8 5/64 
C&Btr. RL.250.00 265.00 270.00 265.00 
C RL......205.00 225.00 230.00 235.00 

Commons SZor4S No.1 No. 2 No. 3 
ee wansnenewes 150.00 140.00 100.00 
BED ccedceeveves 150.00 140.00 100.00 

Sugar Pine 

Selects 

2 or 48 4/4 RW 5/4RW 6/4 RW 

B&Btr. RL ..300.00 300.00 305.00 
fl aa 275.00 275.00 195.00 
i er 255.00 240.00 175.00 

Shop, S828 No. 1 No. 2 No. 3 
, =e 175.00 135.00 100.00 
., Rear 175.00 135.00 100.00 
ME sec@eaewnn 175.00 135.00 100.00 


SOUTHERN PINE 


Vertical Grain ees 2 


Btr. Cc D 
We: daca eiaeriens 180.00 170.00 140.00 
Flat Grain Flooring 
Di jusvenennews 165.00 155.00 115.00 
aie tetata ell acai 165.00 155.00 115.00 


1x6 
Drop Siding 
1x6 (Pat. #106).165.00 155.00 115.00 
1x6 (Pat. #116).165.00 155.00 115.00 
Ceiling 


se ae taieeee 150.00 140.00 110.00 
De. keceensceas sees ewtene 600K 
Boards and Shiplap 

(dry) 1x6 1x8 1x10 1x12 


No. 1 ...125.00 125.00 125.00 125.00 

No. 2... 85.00 85.00 85.00 85.00 

No. 3 ... 67.00 67.00 67.00 67.00 
No. 1 Dimension 


14’ 16’ 18’ 20’ 
2x 4 .85.00 87.00 91.00 , . 
2x 6 .83.00 85.00 89.00 92.00 92.00 


2x10 .89.00 89.00 89.00 © 92.00 

2x12 .92.00 92.00 95.00 101.00 101.00 
No. 2 Dimension 

2x 4 .78.00 80.00 84.00 87.00 87.00 

2x 6 .76.00 78.00 82.00 85.00 85.00 

2x 8 .76.00 78.00 82.00 85.00 85.00 

2x10 .82.00 82.00 82.00 85.00 85.00 

2x12 .82.00 82.00 88.00 97.00 97.00 
No. 3 ot R/L Only 





2x 4 .55.00 

2x 6 .55.00 

2x 8 .55.00 

2x10 .55.00 

2x12 .53.00 

REDWOOD 
Finish 

BOQ ABDtr. BIGME 2. ccvcccoes 120.00 

Me Dee. HUME ccvcceccees 150.00 

BG BED. BIE ccccccccsces 185.00 
BR © Bilis Bere cccvccsccs coce 8IG00 
1x 6 R/L A&Btr aate ocese Bee 
SS Biles eee ccecess aan 195.00 
oe ee eee er 210.00 
1x12 R/L A&Btr. ..... 220.00 


Prices for red cedar siding in mixed 
cars, new bundling, 6 to 18’ are: 
Beveled Siding, % Inch 

Clear oo as ca 


%x4 inch ...... 95.00 83.00 75.00 

Me BRGM scccse 120.00 118.00 88.00 

Me BOR ccecnd 155.00 143.00 120.00 
TES INCH .ccces 185.00 173.00 130.00 

Clear Bungalow Siding, % Inch 

££. eres 210.00 198.00 160.00 
eee 230.00 218.00 175.00 
Be SO. cssecces 230.00 228.00 165.00 


Finish, B and Btr. S28 or 4S, 
6-16’ or Rough 





1x 8 (tie enewamie mes 145.00-165.00 
BEE Resear ersecasekewes 175.00 
BRGE SsenKeecderscdeec cave 185.00 
Ceiling or Flooring, 
B and Btr., 9-16’ 
Bé&Btr. C D 
Se -sseaewswanes 100.00 97.00 85.00 
ee ee 100.00 97.00 85.00 
RED CEDAR SHINGLES 
Royals 
eee. eras 18.50 
WORE kivieweencaecke aioe 11.50 
EEE Ricie cman andceeueae mame 8.50 
Perfections 
Se ee ee re 13.50-13.75 
oe tie, rr : 
ee ey ge 5.75 
XXXXX 
. fee 11.50-11.75 
Ce. ee ee 7.75- 8.00 
BP ORPE- Ie Wetendisenswceen 5.75- 6.00 


ENGLEMAN SPRUCE 


Boards and 
Shiplap 1x6 1x8 1x10 1x12 
No. 2&Btr..114.00 112.00 115.00 125.50 
No. 3&Btr.. 93.00 96.00 102.00 112.10 
No. 1 es 


14’ 16’ 18’ 26’ 
2x 4 88.00 88.00 88.00 88.00 88.90 
2x 6 88.00 88.00 88.00 88.00 88.90 
2x 8 88.00 88.00 88.00 88.00 88.90 
2x10 88.00 88.00 88.00 88.00 88.90 
2x12 79.00 79.00 79.00 79.00 79.90 
No. 2 Dimension 
2x 83.00 83.00 83.00 83.00 83.00 
2x 6 83.00 83.00 83.00 83.00 83.00 
2x 8 83.00 83.00 83.00 83.00 3.00 
2x10 83.00 83.00 83.00 83.00 83.90 
2x12 79.00 79.00 79.00 79.00 79.90 
(Boards graded No. 1, 2, 3 at fiat 
price; no price for straight No. 2. Mills 
do not grade out No. 3 Dimension sepa- 
rately as in fir.) 





WESTERN HEMLOCK 


Vertical Grain Flooring 


B&Btr. Cc D 
eer reer 165.00 155.00 115.00 
Flat Grain Flooring 
i ree 140.00 130.00 98.00 
BN Wo aietaie eave etna 160.00 155.00 110.00 


Drop Siding 
1x6 (Pat. #106).155.00 150.00 113.00 
1x6 (Pat. #116).150.00 145.00 1106.00 


Ceiling 

Ser ree 110.00 105.00 60.00 
>. are 115-125 110-120 95.00 

Boards and Shiplap and 2” 

(dry) 1x6 1x8 1x10 1x12 
NG. Tt .ccc te 86.00 86.00 86.00 
No. 2 ....81.00 81.00 81.00 81.00 
No. 3 ....64.00 66.00 66.00 66.00 


No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
2x 4 88.00 89.50 91.00 90.00 90.00 
2x 6 88.50 88.50 88.50 90.00 90.00 
2x 8 87.00 87.00 86.00 86.00 86.00 
2x10 87.60 87.00 87.00 87.00 87.00 
2x12 85.00 85.00 85.00 85.00 85.00 
No. 2 Dimension 
2x 4 83.00 83.00 83.00 85.00 85.00 
2x 6 82.50 82.50 85.50 82.00 82.00 
2x 8 82.00 82.00 81.00 81.00 81.00 
2x10 82.00 82.00 82.00 82.00 82.00 
2x12 75.00 75.00 75.00 
80.00 80.00 80.00 80.00 80.00 
No. of vaeeeees R/L Only 
ox 





BE MEY sas(Soueh sarc cee CCE iar sag a oeeetele 58.00 

Oe ee ee ee a een 57.00 

BE cbs Kialuinse us bw bl ele Sioa ce 

PIE. Anidlink ls mtermtin ovaemareeiare bier reels 59.00 
OAK FLOORING 

Clear Pln 2§x2% #@§x1% %x2 %x1% 


White ..245.00 215.00 187.50 177.50 
Red ....245.00 215.00 187.50 177.50 


Red ....215.00 195.00 167.50 152.50 


White ..215.00 195.00 167.50 152.50 
#1 Com. 

White ..190.00 165.00 152.50 132.50 

Red ....190.00 165.00 152.50 132.50 
#2 Mixed 

15” Shorts 

77.00 77.00 65.00 

#1 Co 


m. & 
Btr.. ...135.00 105.00 87.50 72.50 
#2 Com. .. 95.00 75.00 57.50 42.50 


WESTERN RED CEDAR 


Prices for red cedar siding in mixed 
cars, new bundling, 6 to 16’ are: 
Beveled Siding, % Inch 





Clear “A” “2 
S6e6 IMCR 2.650 95.00 92.00 70.00 
SOKO IMER 2 22<0% 120.00 118.00 88.00 
SEXO INCH 2.2.8 155.00 153.00 120.00 
Wee IMEN 2 ccc ec 185.00 183.00 145.00 

Clear Bungalow Siding, % Inch 

2”. ee 210.00 208.00 160.00 
i ae 230.00 228.00 190 00 
Be SOR 6 vcscens 230.00 228.00 165.00 


Finish, B and Btr. S82 or 4S, 
6-16’ or rough 


ee ee eee re 145.00-165.00 
DEED sivtaeecavseuumeneas 175.00 
TEEE csvanevasseebe meee 185.00 
Ceiling or Flooring, B and Btr., 9-16 
B&Btr. Cc Dp 
Se ee 105.00 100.00 90.00 
UME viecdeconwees 120.00 115.00 95.00 
Discount on mouldings, 6-20’ odd 
lengths. 
Series 8, 


000— 
Listing under $4.00—list plus 125 per 


cent. ed 
Listing $4.00 and over—list plus 130 
per cent. 
Clear Latuce, 5/16”, 9 to 16’ 
100 Lin. Feet 
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HALT INFLATION 


EDITORIAL 


Let's Put a Stop to the Disastrous Decline in Our Dollar's Value. 


Communism is not the only enemy creeping 
into our world to destroy us. Equally danger- 
ous is another insidious foe—inflation. 

Lenin held that the way to destroy a capitalis- 
tic economy was to debauch its currency. Stalin 
is speeding the process by a series of satellite 
wars. If we complacently watch our money 
value continue to shrink, Stalin and Communism 
will win the victory he prophesied with very lit- 
tle military commitment on their part. 

In the past 10 years our money value has 
shrunk 52.2%. Latest index figures give the 
purchasing power of our dollar as 47.8% of the 
1939 value. In building materials and housing 
it is 42%. Our insurance equities, government 
bonds, and savings deposits have declined equiv- 
alently in buying power. 

In the period since we have recognized Com- 
munism as our real enemy, the pace of the de- 
cline has been accelerated. It is terrifying. 

Inflation—that is a progressive lowering of 
the value of money—is an effect rather than a 
cause. 
has been a progressive increase in the money 
supply at a faster pace than the increase in pro- 
duction. 

The method used was deficit financing. In 
19 out of the last 21 years our government has 
spent more than it has taken in. The money that 
was spent beyond income was created (printed 
is a naughty word) by our government. 


Our money supply in the last 10 years has 
been increased by more than 200% while our 
production has increased but 70%. Here is the 
simple fundamental—if money supply is in- 
creased out of proportion to the goods coming 
into the market, we have inflation. If it is not 
increased, we hold the dollar line. If it is de- 
creased, we increase the value of a dollar. The 
Federal Reserve Bank and the United States 
Treasury have direct control of our money sup- 
ply, but Congress controls the policy of money 
supply through its budget and tax legislation. 

If our new Congress will implement a “pay as 
you go” policy budgetwise, the Reserve Bank 
and the Treasury can do the rest of the job of 
halting inflation. They can do so by keeping 
credit supplies and money at levels which will 
stabilize the purchasing power of the dollar. 

As a matter of fact, we can hardly escape 
paying for the war as we go. If we borrow the 
cost through bank loans as a basis for new cur- 
rency and credit, or if we continue other forms 
of deficit financing, the dollar value will shrink 
in proportion to the degree of inflation caused 
by our unwillingness to pay as we go. 

War is no time for deflation, because deflation 
tends to cause unemployment and because we 
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The cause of inflation in our economy. 


need the full production of every employable 
during this emergency. What we need is to 
bring inflation to a dead stop—to stabilize our 
dollar at today’s value and keep it there until 
peace comes. Then we might very gradually 
and not too painfully increase its value. 

Our people should demand that Congress, the 
Federal Reserve and the Treasury establish a 
“pay-as-you-go” policy in this emergency, and 
refuse to further increase the money supply. 
This means a stoppage to deficit financing and 
a balanced war as well as domestic budget. 

It has been said that increased production will 
halt inflation. That is a half-truth. Increased 
production will help only if it is had without in- 
creasing the money supply, that is, increased 
production for the same wages and salaries paid 
for less production. 

However, there are other things that can be 
done which will help, such as: stopping all un- 
necessary and postponable government expense; 
eliminating all uneconomic subsidies; raising re- 
serve requirements; increasing discount rates; 
tightening credits; selling long-term nontgans- 
ferable bonds, and increasing interest rates. 

The individual, too, can have an important 
part in halting inflation. Here are eight things 
each of us can do: 


_ 1. Increase our personal production by work- 
ing harder and longer hours without demanding 
overtime wages or salary increases. 


2. Eliminate or minimize every waste within 
our power, in home, in factory, store, office, farm 
and government. 


3. Reduce cost of distribution—the reduction 
of distribution costs has the same effect in fight- 
ing inflation that increased personal production 
(without increased salary or wages) would have. 


4. Buy government bonds. Personal savings, 
after deducting increased taxes, should increase 
by 25% where the war effort is taking 25% of the 
national production. 


5. Buy for bargains—resist paying more than 
1950 prices for new conveniences and luxuries. 


6. Help keep business good by spending any 
available money that is left after the increased 
taxes and savings on goods that can be bought 
at 1950 price levels. 


7. Contribute to America’s physical produc- 
tion in our spare time, by such methods as a per- 
sonal victory garden. 

8. Let our Congressmen and Senators know 
that we demand action on the part of Congress 
which will prevent further shrinkage of the 
American Dollar. 

ptabte Sie Art Hood 
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DEFENSE ORDERS WILL KEEP YOUR SHOP BUSY 








80,000 trucks* 





14,040 woodworking shops** 














1,148 dry kilns 






26,000 
retail dealers 






| 9,552 planing mills* 

















BELT ROLLS for nylon fabric and 
bomb case parts. 


+ 














LOADING PALLETS were manufac- 
tured by over 50 Ohio dealers. 


*SURVEY BY NRLDA 
**SURVEY BY AL&BPM 





ASSEMBLY TRAYS of pine were 
turned out by the thousands. 


Photos on these pages courtesy of Ohio Association of Retail Lumber Dealers. 


Dealers Have the Equipment and Know-How 
For Defense Work 


Retail lumber dealers’ record in World War II, as disclosed by the 
Ohio Association survey, shows the tremendous potential of the industry to produce 
fabricated wooden products for the war effort. But it’s up to the dealers and their 
associations to sell the versatility of their shop facilities to the military and the big 


defense plants. 


One of the greatest untapped 
sales markets for the retail 
lumber dealer in the coming 
months is defense work. This 
includes not only the fix-up 
work necessary to place hun- 
dreds of military installations 
back into operating condition 
but the manufacture of liter- 
ally hundreds of items for the 
defense effort that can be 
turned out in the dealer’s shop 
or planing mill. 

Many dealers, especially 
those who did this type of work 
in World War II, recognize that 
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defense orders can be good 
business. Priorities on materi- 
als and machinery can be ex- 
pected with such orders. The 
procedure for securing these 
orders is indicated in American 
Lumberman’s special dispatch 
from Washington on this sub- 
ject. (Page 54.) 

There is plenty of evidence 
that dealers have tremendous 
facilities to aid the defense 
effort. The potential of the in- 
dustry is indicated in the chart 
above. Recent surveys made by 
the National Retail Lumber 


Dealers Association show that 
dealers currently have 9,552 
planing mills in operation, also 
1,148 dry kilns. The survey 
also indicates that dealers have 
more than 80,000 trucks avail- 
able for deliveries. 

Recent national studies by 
American Lumberman _§ show 
the nation’s dealers have some 
14,040 woodworking shops with 
thousands of operative power 
tools on the premises. With 
this vast reservoir of equipment 
and know-how, the retail lum- 
ber dealer is prepared to give 
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BOXES FOR PROPELLER PARTS. Each box is divided 
into nine sections, a separate numbered part going into 
each section. 


TANK TRANSMISSION CRATES seen here are made of 
native oak. 

















TOOLS AND PARTS crib when finished had 194 drawer 
compartments. It is used in a war plant. 


the defense effort a tremendous 
assist. Ohio 
_ One of the major tasks fac- 
ing the retail lumber industry 
Is publicizing its facilities in 
the proper places so that gov- _—- were 
ernment officials will make the 
Maximum use of these: facili- 


available 
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ties. A survey conducted by the 
Association 
Lumber Dealers in World War 
II among its own members mill machinery ready for 
showed that 656 planing mills 


work, but only 35% of these 
mills had secured war con- 


YELLOW PINE WHEELS are used for bending metal 
tubing. Foreground, portable wood mail box for defense 
plants. 


pri tes 
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A DOZEN WOODEN PARTS for a bomber, all of plywood, 
are shown in this picture. 


ce 


BOMB CASE PARTS were fabricated in many retail yards. 
then shipped knocked down to assembly plants. Wood 
turnings for belt rolls and nylon rolls are seen in the 
background. 


tracts some 14 months after the 
war started. These mills had 
some 7,216 pieces of planing 


of Retail 


service. 

for defense This same survey showed 
that the mills employed on war 
contracts had 928 men on their 
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HEAVY CHESTS for the diesel engine parts. 





PARTS FOR TORPEDO SLIDE RACK were made fron 








teakwood, which stands up well in salt water. 


Partial List of Products Fabricated in Ohio Retail Lumber Yards 


in World War Il 
Wood sectional lockers 
Cabinets 

Sorting tables 
Soldering benches 
Cartridge boxes 
Powder boxes 

Drilled oak timbers 
Dolly trucks 

Packing case dollies 
Locker room benches 
Doors and frames 
Magnesium tanks 
Boxes and crates 
Roof ventilators 
Office filing cases 
Instrument panels 
Experimental cooling boxes 
Wrench boards 

Sewer units 

Igloo units 

Aircraft spars 

Tool production and conveyor boxes 
Pallets for lift trucks 
Shipping racks 

Army cot parts 
Wheelbarrows 


Storage bins 

Skids and crates 

Plane parts 

Medicine cabinets 

Hatches 

Dam boards for dough troughs 

Rolling libraries 

Torpedo tail assembly parts 

Wooden cleats for cleated corrugated 
cartons 

Moulder’s benches and foundry 
equipment 

Gun crates 

Army tank cab lining 

Propeller testing frames 

Battery boxes 

Blue print cases 

Truck body parts 

Wood powder igloos 

Dental field unit cases 

Drainers for Navy 

Ceramic trays 

Gun seats 

Light machine gun and radio 
equipment 

Drying boards 





payroll; the mills were operat- 
ing at about 50% of their total 
mill capacity. The mills with- 
out war contracts were hiring 
at that time 1,097 men and were 
capable of hiring 5,280 men. 

As indicated above, the Ohio 
association under the leader- 
ship of its secretary, Findley 
M. Torrence, did an outstand- 
ing job in the last war in pro- 
moting defense work among its 
members. Perhaps the most 
valuable contribution of the 
association in this work was 
acquainting the military with 
the widespread products and 
services that dealers have to 
offer. The result was a sub- 
stantial gain in the number of 
defense orders handled by Ohio 
dealers. 

The speed and efficiency with 
which the Ohie dealers handled 
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war contracts is proven by 
their record. Ten percent of 
those able to secure war orders 
were booked to capacity for the 
coming years. The wide va- 
riety of products fabricated for 
the defense effort in the Ohio 
yards is seen in the partial list 
accompanying this article. 

The consensus of Ohio deal- 
ers was that defense work is 
profitable. However, there were 
serious drawbacks to this type 
of work. Some of these may be 
overcome this time as the re- 
sult of the practical experience 
of World War II, but many of 
the same handicaps will doubt- 
less prevail. These obstacles 
as disclosed by actual experi- 
ences of Ohio dealers may be 
summarized as follows: 

1. Magnitude of the order. 
For example, three million 





TORPEDO BOX fabricated by many 
yards is made from softwood. 


wood lockers, a_ half-million 
wood chests every 60 days. Al- 
though too large for a single 
yard to handle, this order 
might be broken down for siz- 
able orders by a number of re- 
tail yards. 

2. Lack of insignificant piece 
of equipment sometimes pre- 
vented a dealer from receiving 
a contract. A nailing machine 
was a case in point. What fre- 
quently happens is that a Gov- 
ernment Procuring Agent 
would give a box contract to a 
plant possessing a nailing ma- 
chine but having none of the 
other machinery to fill the con- 
tract. The result was that 
sometimes the contractor who 
got the job would sub-contract 
the crating to a retail yard that 
could handle the work efficient- 
ly without a nailing machine. 

3. Lack of a central procure- 
ment agency through which 
dealers could negotiate con- 
tracts. 

4, Divided authority in pro- 

(Continued on Page 47) 
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THE NEW STYLE GUIDE BRINGS 


BIGGER SALES 


To SHERWIN-WILLIAMS DEALERs ! 











The famous Sherwin-Williams Paint and Color Style Guide 
is back ... bigger and better than ever... in an all-new 
edition to increase paint sales and profits for Sherwin- 
Williams Dealers in 1951. 

No Other Sales Aid Equals the All-Time 

Paint Selling Record of the Style Guide! 
Put the Style Guide to work for you. For complete details, write, 


wire or phone your Sherwin-Williams Representative ... or 
The Sherwin-Williams Co., Cleveland 1, Ohio... TODAY! 
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How to File for Defense Contracts 


Here’s some suggestions that will save you 
time and trouble in going after government work. 


By 
ROBERT Y. KERR 


Washington 
Correspondent 


Several ways are open to 
lumbermen who want to make 
sales in the national defense 
field; and one that has proved 
useful to a good many retailers 
is the selling of boxing and 
crating materials on a subcon- 
tract basis. 

It’s like this: A lot of manu- 
facturers have prime contracts 
for all sorts of products; bomb- 
sights, chronometers, optical in- 
struments, rockets, airplane 
motors, aviation armament, 
mess kits and the other thou- 
sands of items needed by the 
Armed Services. Few of these 
manufacturers have, or want, 
the shops and inventories to 
produce their own shipping con- 
tainers. A good many of the 
boxes and crates have to be of 
special size, design and quality ; 
hence usually can’t be bought 
from mass-production box mak- 
ers. So many of these prime 
contractors arrange with near- 
by lumbermen to process and 
supply these packaging mate- 
rials. The lumbermen carry the 
stock and deliver the contain- 
ers as they are needed; and be- 
cause of these special services 
the lumbermen usually get sat- 
isfactory prices. 

A dealer who wants to make 
contact with these manufac- 
turers is often able to do so 
through the field offices and the 
special services of the United 
States Department of Com- 
merce. 

Each military department of 
the country fixes up a synopsis 
of the prime contracts awarded 
during the current week; list- 
ing the awards amounting to 
$25,000 or more, each. These 
reports go to the Department 
of Commerce, are consolidated 
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and printed and shipped out 
for free pick-up distribution. 
There are some thousands of 
places over the country, includ- 
ing Department of Commerce 
field offices, Chambers of Com- 
merce, some trade associations 
and other agencies, where 
they’re to be had for the tak- 
ing. If you haven’t located one 
of these distribution ‘points, 
write to the nearest U. S. De- 
partment of Commerce Re- 
gional Office and ask where you 
can get the Department’s 
weekly release entitled ‘“Con- 
solidated Synopsis of Contract 
Award Information.” 

By going through these lists 
a lumberman can note the 
names and addresses of com- 
panies, reasonably near to his 
own plant, that have received 
these prime contract awards. 
The synopsis will show the 
dollar value of the contract and 
the kind of products involved. 
The next step is to see or write 
to one or more of these com- 
panies, describing his own serv- 
ice facilities and asking what 
if any shipping containers are 
need :d. Once the lumberman 
has made his contact, the rest 
is salesmanship. 

The Synopsis has proved so 
valuable as a source of sales 
contacts that at least one State 
retail lumber association lists 
all the prime contracts awarded 
in its state and sends the names 
and addresses of the success- 
ful bidders and the informa- 
tion about their contracts to all 
the State association members. 


There are sales opportunities 
other than for boxing and crat- 
ing. For example, this page 
has been told that planing mills 
capable of high precision work 
have secured profitable con- 
tracts making piston-like cyl- 
inders to be inserted in motor 
blocks, also threaded hardwood 
plugs that can be screwed into 
spark plug openings, as special 
protection in shipping. These 
particular articles doubtless 
don’t have a mass market; but 
they illustrate the unusual kind 
of sale that often can be de- 





veloped through personal con- 
tacts with plant engineers. 

Military Defense buys a lot 
of lumber. Sales for direct de- 
fense purposes run about one 
and a half billion feet a year; 
but sales for indirect defense 
uses, of which dunnage is one 
example, amount to. several 
times that figure and are still 
increasing. 

The Army Corps of Engi- 
neers buys most of the large 
lots of lumber purchased for 
all branches of the Armed 
Services. There are minor ex- 
ceptions to this statement, one 
or two of which will be men- 
tioned below. 

But a lumberman doesn’t 
have to be fixed to traffic in 
hundreds of millions of feet in 
order to deal with the Army 
Engineers. If he wants to sell 
what the Corps calls “wood fab- 
ricated basic materials,” such 
as rough and planed lumber, 
veneer, plywood, millwork, 
cooperage stock, box shook 
(note it’s shook, not boxes), 
gates, tanks, vats built-up tim- 
bers, turned forms and the like, 
he should register by letter 
with the St. Louis Procurement 
Office, Corps of Engineers, 1132 
Boatmen’s Bank Building, 314 
North Broadway, St. Louis 2, 
Mo. 


He should name the items 
upon which he wants to submit 
bids. And when invited to bid 
he should always acknowledge 
receipt of the invitation, even 
though he doesn’t want to try, 
at that time, for the special 
items listed. If he doesn’t ac- 
knowledge receipt of the letter 
the Engineers will assume he 
doesn’t want to bid at all and 
will take his name off the invi- 
tation list. 


Nearly all military posts, 
camps and stations buy rather 
large quantities of lumber and 
other building materials direct; 
without sending a requisition 
to the St. Louis office. This is 
for such purposes as to meet a 
shortage in a shipment, to get 
emergency repair materials 
quickly and the like. Some of 
these stations are authorized 
to buy unlimited quantities in 
this way; others have a dollar 
limit per transaction. In any 
case it’s a desirable market for 
a lumberman who is _ near 
enough to make fast deliveries. 


A dealer, so located, may make 
(Continued on Page 74) 
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“The first thing I tell’em 
is, It's YALE!” 


Says Martin O’Hara, O’Hara Hardware Co., Ottumwa, lowa. 
“That's the big advantage in selling a line people know is good. With YALE 
there’s no question of quality. Selling is simply a matter of showing 
my customers the right YALE item for their particular needs.” 
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Great name! Great lock! 





\ | One of YALE’s 


super pin-tumbler 


padlocks—830 













Keep your 
Silver 6’s 
showing — 


they sot’ = HEFe’s your best-seller in 
maximum security padlocks— 
the finest YALE makes! 


e Solid bronze case The phrase “It’s YALE” is the finest sales 


e Hardened steel point you can make about any padlock. 
shackle, chromium And when you can top that with the many 
plated extra selling features built into a YALE 

e Locks at heel and toe padlock, you’ve got a sure-fire formula for 

* Five pin-tumblers fast selling. Here’s a line that’s easy to 

e Changes “trade up.” There’s a lock for every pur- 
practically pose. It will pay you to keep them well 
unlimited displayed. 


-YALE- 


THE YALE AND TOWNE MANUFACTURING COMPANY 


oo roe 3 Stamford, Conn. 
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JOHN M. HORN is shown using steel gauge to check 


precision-milled, wood culvert parts. Tools the company 
had on hand plus some new equipment was arranged to 
form efficient production line that minimized handling. 


aif PO _ eS — 
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PRECUT AND FITTED LUMBER for ammunition igloos 
is another item that Horn Lumber Company made dur- 
ing the last war. Buildings were covered with dirt. 








DEFENSE ORDERS WILL KEEP YOUR SHOP BUSY 





LUMBER DEALERS are admirably equipped to store and 
handle lumber from which wooden defense items are 
made. Here is an inventory of specialized lumber used 
in the making of wood culverts as a wartime substitute 
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STEAMSHIP WRENCH BOARD was a Horn specialty 
during World War II. Hundreds of these boards went to 
every part of the world on navy ships. Power tools helped. 


Ohio Dealer Explains Successful Defense Business 


hundred units. One of these 








John M. Horn Lumber Company finds many 
unusual products to manufacture and uses ingenuity 








to devise production methods. 


John M. Horn, owner of the 
Horn Lumber Company, Ham- 
ilton, Ohio, got into the manu- 
facture of defense items during 
the last war with an assist 
from Lady Lucky. But from 
there on, hard work and in- 
genuity took over. 

Inquiries by nearby Ameri- 
can Rolling Mills for wood 
culverts ended in a West Vir- 
ginia lumber mill suggesting 
Horn Lumber Company as a 
source of supply for milled 
wood parts that make up these 
culverts. Surprised rolling 
mill people soon learned their 
local lumber dealer could work 
wonders with his experienced 
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personnel and his lightweight 
power tools. 

After getting into production 
on the culverts, Horn next got 
a contract to fabricate parts 
for ammunition igloos. Between 
these two items, untold thou- 
sands of specially milled wood 
pieces were turned out for fab- 
rication on the site. The pieces 
were dipped in preservative, 
and packaged for shipment at 
the yard. 

For the builders of the navy’s 
ships, Horn pioneered the 
wrench board which is shown 
on this page. From an original 
order of three, this business 
alone developed into several 


boards went aboard nearly 
every ship built for the navy. 

Horn has some suggestions 
for other dealers about defense 
business. “For one thing,” he 
says, “you’ll never realize how 
much business is available for 
the dealer unless you look 
around.” Horn feels there is 
something almost any dealer 
could make. 

“It takes ingenuity,’’ he 
points out. “You have to make 
machines do jobs you didn’t 
think they could do. But mod- 
ern wood power tools will do 
these jobs.” 

“As a word of caution,” Horn 
points out, “be sure you don’t 
take on a job that might make 
you raise your pay scale. Other- 
wise, the manufacture of wood 
defense parts is good _ busi- 
ness. 
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DEFENSE ORDERS WILL KEEP YOUR SHOP BUSY 


Power Tools Put Dealer in Defense Business 


Modern, light-weight, woodworking tools make it pos- 
sible for nearly every dealer to own a shop that can turn out defense 
products. Most tools can do many diverse jobs. They can easily be 
shifted to form an economical production line for the job at hand. 
The following list tells major tools available and their uses. 


One of the first considerations 
for the lumber dealer intending 
to set up a sideline of wood- 
working business producing 
boxes, crates, skids, wood spe- 
cialties, and other sub-contract 
items is to acquire the proper 
machines for the work intended. 

Naturally, the first step is to 
conduct a survey of present ma- 
chinery available. In some cases, 
it will be found that present 
machinery is old or is large, 
ponderous and over - powered 
for the type of work intended. 
Some of the present machinery 
may be available part time for 
other work but finds its pri- 
mary function in general lum- 
ber yard practice filling regular 
lumber orders. In such cases, 
it is desirable to acquire addi- 
tional units. The more flexible 
these nev’ machines are, the 
more varied can the production 
program become and the ven- 
ture will be more _ profitable 
due to lower costs and higher 
production. 


Radial Arm Saw 





1. A Radial Arm saw is the 
number one machine in your 
woodworking production line. 
Although the primary function 
of this machine is to cut stock 
accurately to length, the radial 
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arm saw not only cuts the stock 
to length but at the same time 
cuts any angle or bevel or com- 
bines a dado or rabbet with the 
cut-off. This is important as 
it saves an extra operation. The 
machine has a center pivoted 
track. The saw blade is always 
positioned over the table for 
full 360° adjustment. For this 
reason it can cut all angles, 
even extreme angles. 

The machine illustrated will 
perform over 125 different op- 
erations including cut-off, right 
hand mitering including low- 
pitched rafter cuts, left hand 
mitering, double miter or com- 
pound miter cuts, right hand 
rip, left hand rip, bevel cut-off, 
bevel rip, horizontal end cut- 
ting, straight dado cutting, 
plowing, parallel angle dado 
cutting, rabbeting, bevel rabbet- 
ing, grooving, taper ripping, 
radius cutting, jointing, mortis- 
ing, rafter notching, disk sand- 
ing, grinding, bevel jointing, 
radial drilling, shaping, pattern 
routing, drum sanding, making 
open end tenons, panel raising, 
angle drilling, circle routing, 
shaping cabinet doors, wheel 
cutting, etc. Many manufac- 
turers have two or three of 
these machines set up for differ- 
ent operations as the job re- 
quires, each machine handling 
a different series of operations. 


Tilting Arbor Saw 


2. Tilting arbor Unisaw 10”: 
For ripping, for cross-cutting, 
angle cutting, dadoing, a tilt- 
ing arbor type table saw is 
recommended especially when 
large panels are to be cut. The 
solid table on this machine re- 
mains stationary ... the blade 
tilts to any angle up to 45°. 
The model shown cuts material 
up to 314” thick and will cut 
to the center of a 4 foot panel. 
For larger work, a 12” model 
is available. When purchasing 
a tilting arbor circular saw, re- 


Shop drawing and photos courtesy Delta Manufacturing division, Rockwell Mfg. Co. 
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move the blade insert and com- 
pare the mechanism under the 
table. It should be sturdy and 
strong to stand up under con- 
tinuous operation and continue 
to turn out accurate work. Con- 
trols should move freely for 
fast, accurate adjustment. The 
miter gage should have adjust- 
able stops at 90° and 45° each 
way. This is a very important 
time saving feature. 


Jointer 


3. The jointer is necessary 
for finishing edges after sawing, 
for planing smaller boards, and 
for preparing wider boards for 
planing on a standard thickness 
planer ... the jointer takes 
the wind out of warped stock. 

Besides surfacing edges and 
sides, the jointer makes cham- 
fers, bevels, tapers, stop cham- 
fers, and rabbets. Both the 
front and rear jointer tables 
should be adjustable in order 
to perform all of these opera- 
tions. The cutterhead should 
run in sealed, lubricated-for- 
life ball bearings, the knives 
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should be high speed steel, and 
the tables should be long 
enough to properly support the 
work. The 8” jointer illustrated 
has an overall table length of 
60”. 


Tilting Table Circular Saw 


4. A 10” tilting table circu- 
lar saw and a 6” jointer 
mounted on a common table 
and powered by one motor is 
an efficient, economical unit 
that will handle a large variety 
of work. There is no interfer- 
ence between the saw and the 
jointer in use. 
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portant part of a band saw. 
Remember a band saw blade is 
entirely flexible; of itself it can 
do no accurate cutting. When 
selecting a band saw, look for 
good guides, easily adjustable 
and close to the work. 


Scroll Saw 


6. 24” Seroll Saw: The 


scroll saw cuts a wide variety 
of materials — wood, plastics, 
metal—and is capable of ex- 
tremely fine work. The maxi- 
mum thickness which can be 
cut with vertical accuracy is 
1%”. This 


about machine is 


Curve Cutting Machines 

5. Curve Cutting Machines: 
Your choice of band saw size 
depends mainly upon the thick- 
ness of material you are to cut. 
The standard 14” band saw will 
cut 6” stock, with an attach- 
ment will cut 12”. The 20” ma- 
chine will cut 1314”. The 36” 
machine will cut stock 16” 
thick. 

Throat depth is not too great 
a consideration, even when large 
work is being band sawed, as 
it is many times possible to 
place the scrap portion of the 
work to the inside. 

The guides are the most im- 
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This shop plan may be varied to suit the size and proportions of the shop 


rea and the location of doors, loading platforms, and permanent lumber 
acks. This layout provides for a flow of operations as follows: Lumber from 
he lumber racks is cut to length on the radial arm saw (this can be straight 
ut-off, bevel, miter, or combination dado-and-cut-off). Next it is further formed 
m the jointer, table saw and/or shaper. From these operations it goes to the 
ther machines. The belt sander is near the assembly area to be handy for 
ecurate fitting work. Of course the operations will vary depending upon the 


em in production... 


and that is where lighter power tools have a great 
vdvantage. They can be moved around easily to the best position for high 


‘oduction without wasted time walking from one machine to the other. By 
»lacing the machines properly, it is possible to set up your production line 


compactly to save handling. 





extremely valuable for “inside” 
curve cutting such as is found, 


for instance, in sign work. To 


do inside cutting, one drills a 


hole and threads the blade 
through the hole. The “sabre” 
blade is the most commonly 
used for this purpose as it does 
not require the upper chuck to 
he clamped in place. The scroll 
saw illustrated features an air 
pump mounted directly on the 
drive shaft which keeps your 
lines clear even when 
subre blades are used. 

Drill Press 

7. The 14” drill press is cap- 
able of many more operations 
besides just drilling holes. It 
is true that boring and drilling 
are the more common opera- 
tions. However, due to espe- 


cially designed interchangeable 


spindles, this drill press is ex- 
tremely valuable for wheel cut- 
ting, plug cutting, mortising, 
routing, drum and disk sand- 
ing, planing, angle drilling, 
dowel cutting, veining, fluting, 
shaping, polishing, and many 
other operations. The drill 


press shown is extremely ver- 
sitile and is designed for con- 
tinuous hard work because the 
interchangeable spindles permit 
the load to be carried close to 
the sealed, 

ball bearings. 


lubricated-for-life 
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Spindle Shaper 

8. The spindle shaper can be 
used in two distinct classifica- 
tions of work. First of all, it 
can be used for putting shaped 
edges on furniture, table tops, 
etc., and:shaped cutters can be 
used for making matching 
joints, for sliding box lids, etc. 


EF 28%: 


# 
Secondly, by using a pattern 
and collar, it is possible to turn 
out finished shaped items from 
rough-cut stock such as fence 
pickets— 

The bearings are most impor- 
tant and should be sealed, lu- 
bricated-for-life ball bearings 
set in a “pre-loaded” bearing 
cartridge or equivalent. The 
spindle should operate at a 
speed of 10,000 rpm for best 
cutting action. 


Sanders 

9. Sanders: Disk, Belt: The 
disk and belt sanders are ex- 
tremely useful for matching 
and fitting parts where extreme 
accuracy is required—also for 





finishing purposes. Using a 
coarse abrasive, the sanders can 
be used for actually hogging off 
material and forming odd 
shapes, contours, etc. Whether 
you choose a disk sander or belt 
sander, it is important that you 
have sufficient power driving 
the unit—at least 1 hp for aver- 
age work. The sander shown 
employs a special disk adhesive 
to permit instantaneous _re- 
placement of abrasive disks. 


Lathe 


10. Lathe: A good solid lathe 
handling a 12” swing and at 
least 36” between centers will 
take care of most requirements 
for this machine. Large face 
plate work can be turned on the 
outboard side of the spindle 
using a floor stand type tool 
rest. The lathe should have 
sealed, lubricated-for-life ball 
bearings set in a “preloaded” 
type assembly. The tailstock 
should be adjustable for align- 
ment with the headstock. 





DEALERS HAVE EQUIPMENT 
FOR DEFENSE WORK 


(Continued from Page 40) 





curement offices. Mr. Torrence 
tells this story of three dealers 
who went to a WPB office to 
find out who the wood products 
buyer was. It developed after- 
ward that all three dealers 
were in the same office at the 
same hour. One dealer was 
told that “there are no prod- 
ucts needed at the present 
time.” The second dealer was 
told that “the only lumber 
product needed at this time is 
an item made of Balsa.” The 
third dealer was given a list 
containing a dozen items for 
which the WPB office was try- 
ing to find sources of supply. 

The above problems are men- 
tioned to indicate that defense 
orders are not easy money. 
There are problems which must 
be solved and usually these 
problems are more vexing deal- 
ing with the government than 
they are with private industry. 

But beyond the operating 
problems of handling defense 
work and the money which can 
be made from these contracts is 
the individual dealer’s satisfac- 
tion of contributing the phys- 
ical resources of his own busi- 
ness to the war production 
effort to help keep America 
free. 
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THE OPEN FRONT store which makes the entire 
sales area one large display is becoming increas- 
ingly popular with lumber and building products’ dealers. 


STORE WINDOWS -- HOW 


THE PROPERLY arranged open front store makes the 
product exhibits close to the window easily accessible to 
inside traffic too. 


TO USE THEM 


The windows in an office and store are a definite 
part of merchandising. Make yours invite customers inside. 


Windows in a sales room can do far more than 
let in light. In fact, with the trend toward ab- 
solute controlled lighting in a store, the light 
factor is unimportant. They have a far more 
essential sales service to perform. 


Windows Are a Sales Tool 

The use of windows by various types of re- 
tailers has reached a highly scientific function. 
In the case of large department stores an en- 
tire department is maintained full-time for the 
sole purpose of dressing and decorating win- 
dows, and skilled craftsmen in this trade are 
highly specialized. 

For the merchant, like the department store, 
who is located where there is considerable pe- 
destrian traffic, and who is anxious to promote 
consumer business, his store windows are in- 
valuable. They are a powerful advertising me- 
dium, and if used properly, result in increased 
traffic within the store; and what is more im- 
portant, in increased sales of the merchandise 
displayed in them. 


The Glass Front Store 

Most retail lumber and building products 
dealers are fully aware of the problems con- 
nected with their store windows. Because of the 
specialized handling they must receive, many 
have shied away from the definitely set-up type 
of window in favor of a broad expanse of plate 
glass that makes the entire store interior one 
big show window. 

This is a very effective way to handle the mat- 
ter, particularly if the store is well organized 
and arranged. It certainly presents an inviting 
front to any passer-by. It also gives everyone 
an idea of the merchandise and services on sale 
within. 
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One thing this type of window does not do, 
however, is to advertise and sell specific items 
or packages, and there is a way even to accom- 
plish this. 


Keep Panes Large and Low 


Glass front stores of this type should have 
the panes extending close to the floor level, 
never more than 18 inches above. Since it is not 
good layout to have a traffic aisle immediately 
next to the windows, many dealers allow a space 
four or five feet away from them for the pur- 
pose of product displays that may be seen and 
inspected both from outside and within. 


Planning Product Displays 


The only precaution in such cases is to keep 
these displays low and well-spaced, so they will 
blend in with the entire store when viewed from 
outside. Inspect them yourself, as a passer-by 
would see them. If the sill is so high as to cut- 
off an unobstructed view of the products in the 
window, build them up on low platforms. As a 
matter of fact these platforms, or store sleds as 
they are commonly called, often make merchan- 
oo look more impressive than placing it on the 

oor. 

For example, a refrigerator, range or other 
appliance, even though it rests on the floor in 
service, looks more impressive to a prospective 
buyer when placed on a store sled. These plat- 
forms are 6” or 8” high, usually rectangular, 
4’x8’ or less. Two or three, of various sizes, may 
also be used as a tiered table. 

Other uses for the sled are bulk exhibits of 
plywood, wallboard, insulation, bag goods, cte. 
They are very versatile and useful fixtures in 
any store. 
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A STORE with enclosed window display bays has a series 
of small stages within which to build complete product 
exhibit settings. 


Good Light Is Essential 
Good lighting is also essential to the broad 


| store window type of layout, through all parts 
' of the store. Most dealers leave their store par- 


tially lighted during the evening hours, with 
strong lighting from spots in the window, as 
well as on the displays along the walls farthest 
away from the windows. This controlled light- 
ing is more effective than the general store 
lighting system, which is apt to give a flat and 
empty appearance. 


The Window Platform 

While on the subject of this open window 
store, what about the practice of erecting a 
platform permanently behind the windows, sill 
high, upon which to display certain products? 
This is a common type of treatment in many 
lumber and building product stores, as well as 
other types of dealers. 

As a general rule, this practice is to be avoided 
if at all possible. There are too many objections, 
and too many headaches for the dealer, to en- 
dorse it as an accepted method of window treat- 
ment; with the possible exception of those stores 
with window sills far above average height, or 
perhaps where the store is situated far above 
the eye-level of people outside. Even then, the 
objections are still present. 

First, such a window is hard to decorate with- 
out cutting-off the view beyond, which is one of 
the strong points of the open type window. 
Secondly, the housekeeping problem seems to be 
multiplied. While all stores and windows re- 
quire constant attention, the platform window 
seems to be more difficult to keep clean and or- 
derly than the casual display arranged next to 
a window. Thirdly, a platform restricts the use 
of product exhibits strictly for outside observa- 
tion, rather than having them serve the dual 
purpose of inside sales displays as well. 

lor the dealer who finds he must use a perma- 
nent platform next to his window, however, these 
points may be helpful. Keep the displays as 
simple as possible. Never try to put too much 
on the platform at a time. Give each display its 
own unity. Do not try displays that are too 
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THE STORE with a platform behind the windows has 
specific decorating problems. Here a modified closed 
bay display has been used effectively. 


bulky or heavy. If possible, make them two- 
sided, so they can be observed and inspected 
from the inside. And keep them clean, neat, and 
well lighted at all times. 


The Closed Window Display 


Perhaps the most effective type of window 
display is the closed bay type. Its the one used 
by the department store, each one a little stage 
within which a complete and elaborate display 
may be erected. And it is also the one that re- 
quires the most care, attention, time, and ex- 
pense as well. 

Its use is, therefore, primarily for the con- 
sumer selling dealer in a location where casual 
traffic is heavy. 

Types of Set-up Displays 

Set-up window displays are limited only by 
the ingenuity and artistry of the people who 
plan and execute them. They can follow several 
different types. For example, an educational 
display can show how a product is manufac- 
tured, or how it is used in unusual or dramatic 
ways. These are not active selling windows, but 
if properly handled will certainly stop traffic, 
and therefore, add viewing time to the other 
windows. 

Package windows can show a complete sales 
unit. In our field this might be a complete 
kitchen, bathroom, or a house cross-section. 

Mass product displays are, of course, arrange- 
ments of the products themselves. They can be 
set-up for any of the materials handled in the 
store. These are effective sales builders, because 
they are active advertisements. 

From these general types, countless combina- 
tions can be developed. It is entirely possible, 
and quite effectively so, to develop window dis- 
plays using all three types. 


Points to Follow 

But in any event, there are certain points to 
be followed in the development of any set-up 
window exhibit. These are: 

1. Remember that the display is static. Give 
it as much interest and life as possible. The 
store dummy is still the most popular of all 
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THESE CLOSED BAY displays show two different types of exhibits. At the left, model houses and blueprints in an 


ingenious arrangement make-up a novelty window. At the 


right a straight product display makes good use of merchan- 


dise, posters, and banners. Plenty of interest value in both types. 








WINDOWS NEED not be modernistic to be effective. Note the pleasing appearance of the above. They perform the 


dual function of display, and at the same time blend harmoniously with the style of the building. 


window fixtures because it gives a feeling of ani- 
mation. Moving exhibits are wonderful. 

2. Build a window display the same way you 
would an advertisement. Play up the sales fea- 
tures you want to bring out with cards, posters, 
banners, streamers, etc. And in mass product 
displays especially, be sure to show the price. 

3. Keep your windows timely. Have seasonal 
items on display slightly before and during the 
heavy selling season. 

4. Mix them up. Avoid monotony in window 
treatment. Layouts, type, and arrangement 
should be pleasantly varied in a series of adja- 
cent displays. 

4. Make them colorful. 
color has strong appeal. 

5. Use plenty of light. This means spotlights 
and floods, properly located, to show-off the 
merchandise or exhibit to best advantage. 

6. Change them frequently. Thirty days is 
long enough for any display. When customers 
see the same window over and over again, it 
loses its punch. 

7. Keep them clean. A shabby window dis- 
play detracts from the advertising appeal of an 
otherwise good exhibit. 


The careful use of 
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8. Know and use the various types of decora- 
tive and display materials available to the win- 
dow trimming trade. There are a large number 
of items that can help you make your windows 
effective and attractive. Crepe paper, of course, 
is an old stand-by. Colored corrugated board, 
paper cylinders, cubes, etc., and many others 
have frequent use in window exhibits. A com- 
plete discussion of these and their uses is cov- 
ered in a later article in this series. 


Other Store Windows 


While on the subject of windows, may we 
clarify a point about windows other than those 
used for display. Many dealer stores have win- 
dows along the sides, and the question is always 
prominent as to what to do with them. 

As we have said earlier, the modern trend in 
store designing is to eliminate these windows. 
In the first place, the light they permit to enter 
usually has little use in illuminating the mer- 
chandise to good advantage. Secondly, windows 
are awfully hard to plan around. They take 
away valuable wall space. Exhibits planned 
around them invariably appear cut-up, uncoor- 
dinated. And the ventilation they provide may 
be obtained by other means. 
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PROMOTION PROGRAMS THAT PAY OFF 


How to Cash In On Remodeling Prospects 


Read how Michigan firm’s planned mail cam- 
paign sold 65% of its remodeling prospects; 33% of 


its new home prospects. 


By MARTHA NOWELS 


Nowels Lumber and Coal Company, 
Rochester, Mich. 


PART Ill 


SOLD—33% of our new home 
prospects and 65% of our re- 
modeling prospects. That’s the 
record of this sales system in 
just eight month’s time! 

You can convert your pros- 
pects into profits at small cost 
by adopting this proven direct 
mail series. Keep your expen- 
sive salesman’s calls at a mini- 
mum. 

Who are your prospects? 

They may come into your 
office seeking a free plan book 
or technical information on 
some phase of building or re- 
modeling. They may telephone 
about a price or take out a 
building permit. You may hear 
that so-and-so just bought a 
lot and intends to build or that 
he has just employed an archi- 
tect. While paying a bill or re- 
ceiving a delivery from your 
driver, your customer com- 
ments casually, “Some day I’m 
going to finish off that attic.” 

Make every man* in your or- 
ganization prospect-conscious! 
Teach them to tune their ears 
to these off-hand remarks that 
will mean future business for 
you. Have them report the 
nimes, addresses and type of 
iniprovement desired to the per- 
son in your organization who 
will dispatch this mail. You 
can use the prospect card illus- 
trated in the last article (pref- 
erably in a_ different color 
stock). 

In many cases telephone 
Shoppers and persons request- 
ing free plan books will be re- 
luctant to reveal their names. 
You can offer them something 





very Nowels Lumber & Coal Com- 
baiiy employe has a company business 
card with his name and home address on 
it. Every truck driver also carries a note- 
book in which he writes down and reports 
his prospects. 
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they would rather have than 
the secrecy of their identity. 
Say, “If you will give me your 
name and address, you will 
receive—absolutely without ob- 
ligation—some interesting lit- 
erature on building (remodel- 
ing).” 

The next article will explain 
how to sell 65% of your re- 
modeling prospects. First, let’s 
consider the tested system for 
converting a free plan book 
seeker into a new home owner. 

Suppose, for example, your 
prospect asked for a free plan 
book, commenting that he 
would like to build “sometime.” 
He knows that construction 
specifications, pricing, blue- 
prints, etc., are too confusing, 
too technical, for him to under- 
stand. Although his investment 
in his home will probably be 
the greatest single purchase he 
will make in his lifetime, he 
can buy a television set, a car— 
almost anything—more compe- 
tently and intelligently. 

How can you help him? How 
can you persuade him to start 
this difficult venture about 
which he knows so little? 

Psychologists claim that a 
human being is basically self- 
ish. They have proved that his 
first thoughts are of himself 
and of those things which con- 
cern him directly. He is also 
inordinately susceptible and 
flattered when someone takes 
an interest in his problems. We 
can say then, that back of the 
reader’s interest in every ad- 
vertisement, piece of promo- 
tional literature, letter, etc., is 
a problem—the reader’s—and 
a solution, which is offered in 
the ad, booklet or letter. 

What are the problems of 
the prospective builder? 

His problems, of course, are 
based on the basic motives for 
buying a house. He wants to 
know how to get maximum 
comfort, convenience, sturdy 


construction at minimum cost. 
He wishes to make sure his 


house will . . . be warmer in 
winter ... afford added con- 
venience ... be attractive 
throughout ...have lower 


maintenance costs. However, 
he doesn’t understand what 
products, what type of con- 
struction, what house design, 
will attain these benefits for 
him. 

You can help the prospect 
solve many of his own prob- 
lems. Send him the University 
of Illinois bulletins,* which 
will point out how easy it is to 


plan his home for... ample 
closet space ... good circula- 
tion ... flexibility for later ex- 


pansion ... an efficient, time- 
saving kitchen. These bulletins 
not only sell the prospect the 
advantages of building a home 
of his own (by mentioning 
these consumer advantages), 
but they also give him vital in- 
formation which enables him to 
make intelligent decisions on 
its construction. They get him 
“into the act.” 

Written in non-technical 
terms, the University of Illinois 


pamphlets are graphically il- 


lustrated, and easily under- 
stood. They report the results 
of intensive research and study 
of important building prob- 
lems. Since they endorse no 
particular brand of any prod- 
uct, they are an _ impartial 
source of authority which the 
layman can trust implicitly. 
Several pamphlets give almost 
step-by-step building data, so 
they are imperative for those 
who are doing their own con- 
struction; yet ideal for others. 

When your prospect starts 
his building, you will discover 
that these bulletins have saved 
you hours of selling time. Your 
prospect will be pre-sold on in- 
sulation and a vapor barrier, 
because he will understand the 
technical reasons why a slight- 
ly larger initial investment will 
save him money and trouble 
later on. He will know what 
finish and design of hardware 





*For a complete list of booklets and 
prices, write to the Small Homes Council, 
Mumford House, University of Illinois, 
Urbana, Il. 
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will best suit the architecture 
of his home, how much cabinet 
space his kitchen should have, 
and how it should be arranged. 
His decisions will be made 
swiftly, ably. 

By sending the University of 
Illinois pamphlets to your 
prospects, you: 1) demonstrate 
your genuine interest in his 
building project, 2) increase 
his desire to build by showing 
the new comfort and conveni- 
ence that will be his, 3) take 
the mystery out of building and 
give him a part in the planning 
of his own home, and 4) win 
his confidence by using impar- 
tial, authoritative literature. 

It is not enough just to send 
your prospect these attractive, 
informative booklets on build- 
ing. You must persuade him to 
read them! You must also tell 
him that these pamphlets are 
just one of the many ways in 
which you can make his build- 
ing easy. A series of friendly 
letters to accompany the 
pamphlets will sell both the 
services of your organization 
and readership in the bulletins. 

Your letters attract immedi- 
ate attention by again reverting 
to the prospect’s problems. You 
pose some of the pertinent 
questions which are plaguing 
him. By promising that the 
bulletins contain the azswers 
to these questions, you will en- 
courage his readership. 

You sell yourself and your 
services by reiterating that you 
will help him build to suit his 
own taste, requirements and 


budget ... that you can make 
his building easy, enjoyable, 
effortless. 


Because memos or tip-in 
sheets are even more personal 
than a letter, the two are alter- 
nated to give the series variety. 
The handwritten message is 
closely tied to the subject mat- 
ter of the bulletins, and the 
typed slogan below sells the 
company’s services. 


The first letter in the series 
is typed, and all the other let- 
ters plus the tip-ins are multi- 
lithed. Your prospects won’t 
be able to tell these multilithed 
memos from actual handwrit- 
ing, and you will save 4c post- 
age on each letter by sending 
this mail third class. You 
should dispatch these sales let- 
ters every two weeks, timing 
them so that they are received 
on Tuesday. Your prospects 


52 








Mr. Louis Jones 
912 Roselawn 
Rochester, Michigan 
Dear Mr. Jones: 


Your new home! 

How large a house does your fam- 
ily require? How can the rooms be 
arranged for easier housekeeping? 
Will there be sufficient closet space? 

You'll find the enclosed bulletin 
mighty helpful in fitting your new 
home to the particular needs of your 
family. It was written as the result 
of exhaustive studies at the Univer- 
sity of Illinois on various home prob- 
lems. 

We'll go all out to help you build 
to fit your individual needs . . . to get 
more house for your money. Our 
friendly staff will welcome the oppor- 
tunity to give you assistance with: 

1. Up-to-date plan books. 

2. Sound advice backed by 20 years 
of experience. 

Labor saving suggestions. 
Approximate estimate of costs. 
Convenient financing. 
Top-quality materials. 

Come on in. Plan your new home 
this week. 

Sincerely yours, 
NOWELS 
Lumber & Coal Co. 


oo OTe CO 





THIS IS LETTER No. 1 in a series of 
eight friendly letters to home build- 
ing and remodeling prospects. Each 
letter is accompanied by a University 
of Illinois Small Homes Council bul- 
letin which contains answers to many 
of the questions asked by prospects. 


have more time to read, and re- 
ceive less mail on that day. 

Again, your secretary should 
keep a running list, as outlined 
in the preceding article, of ex- 
actly which prospects receives 
which bulletin. 

Simple? Yes. And it SELLS! 
You will have more sales at 
less cost because 1) you are 
selling by mail, rather than by 
costly salesman’s calls, 2) you 
save over-the-counter selling 
time by preparing the prospect 
to make his own decisions 
swiftly, competently and 3) 
you eliminate price competition 
by selling service. 

You are facing the prospec- 
tive builder’s problem realis- 
tically and saying to him, in 
effect, “Yes, building is tech- 
nical and confusing. However, 
we will send you informative, 
helpful literature to help you 
plan your home for lasting sat- 
isfaction. Our experience and 
building know-how will guide 
you every step of the way to 
assure you enduring comfort 
and convenience with the great- 
est economy.” 





Your New 
HOME! 

You’ll want it warm in cold weather 

. coolin hot weather . . . no drafts 

. no cold rooms . . . heating costs 
reduced to a minimum. 

Then, HOW MUCH, and WHAT 
KIND of insulation will your new 
home require? Where and how should 
it be installed? 

You'll find the correct answers con 
tained in the enclosed pamphlet. Th« 
information was collected from actua! 
tests conducted by the University o! 
Illinois. 

You’ll also find the answers to man, 
of your building problems here a‘ 
the Nowels Lumber & Coal Company. 
We’ve everything you need to help 
you build to fit your particular re 
quirements, taste and budget. 

Why not ask our friendly staff for 
sound, helpful advice on planning, 
estimating, financing, and DEPEND- 
ABLE MATERIALS? 


Yours truly, 
NOWELS 
Lumber & Coal Co. 
P.S. We have a booklet on “Heating 
the Home.” Yours for the asking. 





LETTER ON INSULATION, like all 
the Nowels letters, is multillithed. 





Save work! 
Have more LEISURE! 

Isn’t that what you expect from 
the kitchen of your new home? 

We are enclosng a pamphlet to 
help you plan your kitchen so as to 
eliminate the drudgery of kitchen 
work . .. save countless steps every 
day .. . cut down the time you now 
have to spend in your kitchen. 

Let’s sit down together, talk over 
your needs. Let us help you plan the 
home of your dreams, and keep it 
within the range of your pocketbook. 

We’ve lots of ideas, years of ex- 
perience, top-quality materials— 
everything to assure you of perma- 
nent comfort and charm. 

Let’s do it this week. 


Sincerely yours, 
NOWELS 
Lumber & Coal Co. 


— 


PLANNING THE KITCHEN, another 
bulletin issued by the Small Homes 
Council, accompanies this _ letter, 
which is No. 5 in the series. 





Start today to use this sys- 
tem for more profitable sales. 
Don’t be surprised when one of 
your prospects, whom = you 
haven’t seen in months, comes 
in and says, “Here are my blue- 
prints. Take off the materials 
list, and start delivering to my 
lot tomorrow. And thanks for 
that helpful literature on build- 
ing you sent me!” 

One of ours said just that! 


February 24, 1951, AMERICAN LUMBERMAN & 
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AMONG THE DEALERS 











Newly Elected Northeastern Association Officers 


Reading left to right: 


Executive Vice-President, Paul S. Col- 


lier, Rochester, N. Y.; 4th Vice-President, Arthur Clifford, The 
A. W. Burritt Co., Bridgeport, Conn.; 2nd Vice-President, J. Harold 
Stacey, Stacey Fuel & Lumber Co., Inc., Windsor, Vermont; Newly 
Elected President, Russell L. Fish, The Welch Company, Inc., 


Scituate, Mass.; 


lst Vice-President, Frank H. Morin, Morin 


srothers, Inc., Fulton, N. Y.; and 3rd Vice-President, Deyo W. 
Johnson, William H. Deyo & Company, Inc., Ellenville, N. Y. 








Ohio Association 1951 Officers Pose Together 





Charles E. Benson, Field Secretary (Xenia, Ohio); Findley M. 
Torrence, Executive Secretary (Xenia, Ohio); Allen Brain, Treas- 
urer (Brain Lbr. Co.); John M. Horn, Retiring President (Horn 
Lbr. Co.); William H. Stine, New President (Stine Lbr. Co.); 
Homer Prakel, Vice-President (Worch Lbr. Co.) ; Howard Potter, 
Director at Large (Potter Lbr. Co.); James H. Clemens, Vice- 





President (Scheetz Lbr. Co.). 





Michigan Convention 

Michigan dealers attended the 
62nd annual Convention of the 
Michigan Retail Lumber Deal- 
ers Association on February 
6-7-8. The meeting was held 
at the Civic Auditorium, Grand 
Rapids. 

Speakers and dealers alike 
had a weather eye cast on the 


Bui_pInc Propucts MERCHANDISER 


effects of the defense effort on 
building for the current year. 
Although it is obvious many 
shortages and trials will plague 
building, it was generally felt 
business would be good in 1951. 


New officers elected at the 
convention include Walter A. 
Peacock, Peacock Lumber Com- 
pany, Port Huron, president; 


T. P. Peterson, Grayling Lum- 
ber and Supply Company, 
Grayling, vice-president; Don- 
ald P. Yerkes, Jr., Northville 
Moulding and Lumber Com- 
pany, Northville, vice - presi- 
dent; Norman B. Coves, Hager 
and Coves Lumber Company, 
Lansing, treasurer; and Hunter 
M. Gaines, Lansing, re-elected 
secretary. 

New directors include N. Ald- 
wyn Doty, Atlanta; C. Law- 
rence Hood, Mount Pleasant; 
Clarence Zeilstra, Grand 
Rapids; and James H. Van 
Zylen, Grand Haven. 


Convention Dates 


The following convention 
schedule has been corrected to 
press date. An (*) means no 
exhibits are being planned. 
March 6-7—North Dakota Rtl. Lbr. 
Assn., City Auditorium, Fargo, N. 
Dak. 

March 9-10—West Virginia Lbr. & 
Builders Supply, Daniel Boone Hotel, 
Charleston, W. Va. 

March 14-15-16—Iowa Retail Lbrms. 
Assn., Iowa Exhibit Bldg., Des 
Moines, Iowa. 


March 14-15—Louisiana Bldg. Mtl. 


Dirs. Assn., Jung Hotel, New Or- 
leans, La. 
March 20-21-22—Carolina Lbr. & 


Bldg. Sply. Assn., Municipal Audi- 
torium, Asheville, N. Car. 
March 21-22-23—South Dakota Rtl. 


Lbrms. Assn., Coliseum, Sioux Falls, 
S. Dak. 


March 26-27—Tennessee Bldg. Mtl. 
Assn., Municipal Auditorium, Chatta- 
nooga, Tenn. 


March 29-30-31—Independent Retail 
Lbr. Dir. Assn., Radisson Hotel, Min- 
neapolis, Minn. 

April 4-5-6—Southern California Re- 
tail Lbr. Assn., Ambassador Hotel, 
Los Angeles, Calif. 


April 5-6—Mississippi Retl. Lbr. Dlr. 
Assn., Buena Vista Hotel, Biloxi, 
Miss. 

April 11-12-13—New Jersey’ Lbr. 
Assn., Berkeley-Carteret Hotel, As- 
bury Park, N. J. 

*April 18-19-20—Florida Lbr. & Mill- 
work Assn., Sheraton Plaza Hotel, 
Daytona Beach, Fla. 

April 22-23-24—Lumbermen’s Assn. 
of Texas, Municipal Pier, Galveston, 
Texas. 

May 17-18-19—Arizona Retl. Lumber 
& Builder Spl. Assn. 
Indefinite—Montana 
mens’ Assn. 

October 16-17, 1951—Oklahoma Lum- 
bermen’s Association, Municipal Au- 
ditorium, Oklahoma City, Oklahoma. 


Retl. Lumber- 
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MERCHANDISING CLINIC 


Warehouses or Service 
Establishments? 


A few Sundays ago an old friend 
dropped in and we fell to reminiscing 
about lumber yards of the days gone 
by. 

“Not so much difference between 
then and now,” he concluded errone- 
ously. He had forgotten how lumber 
yards looked and functioned when they 
were merely local warehouses instead 
of service establishments. 

From the attic we retrieved a box 
of pictures taken about the time I be- 
gan to pile lumber after school and 
catch up with the book work on Satur- 
days. There were several views and 
they really set us back on our heels. 
Actually there is little, if any, simi- 
larity between the lumber yard of 1905 
and the establishment which stands 
on the same spot today. One was a 
small shed with a dinky office built 
into the street end. The other is a 
store with a modern warehouse in the 
rear. True they are both called lum- 
ber yards although the word “yard” 
no longer applies. It took a photo- 
graph to make us appreciate how time 
has marched on. 


... Incidentally isn’t it passing 
strange how the word “yard” 
sticks to the Retail Lumber 
industry ? 


"Yard" Not the Word For It 


Out in Idaho last Fall I was urged 
to stop at a certain town and look 
over the new lumber yard. It turned 
out to be one of the finest retail estab- 
lishments I had ever visited. No store 
on Main Street was more attractive. 
Spic and span. Attractive displays. 
Shiny show windows. Neon sign. Dis- 
play rooms. 

There was no sign of lumber any 
where. Nothing that looked like a 
“vard.” You opened a rear door and 
stepped into the lumber warehouse 
that once was a “yard” but that was a 
long time ago. Today it is a service 
establishment where lumber can be 
quickly converted, at least in many 
cases, into what the customer is try- 
ing to buy. Power equipment, in a 
convenient shop, cuts lumber into 
building parts. A prefab shop at the 
rear turns raw materials into portable 
farm buildings or panels which can be 
assembled quickly on the building site. 

There is nothing about the estab- 
lishment that entitles it to be referred 
to as a “yard” yet the name sticks. 
We have often wondered why. 
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Modern merchandising 
turned “Yards” into ware- 
houses and warehouses into 
service establishments. 


Bidding or Selling? 


It has become almost axiomatic to 
say that the intensity of your com- 
petition is determined by your abili- 
ty to stay away from merely quoting 
the price on raw materials and how 
well you are set up to sell what people 
are trying to buy. The lumber dealer 
of the early 1900’s did little more than 
figure number lists. If there was a so 
called “bad actor” in his section of the 
state he usually tried to find out if 
the obstreperous individual was tak- 
ing a whack at the bill and, if so, what 
price he was quoting. 

Those days have long since passed 
for the vast majority of lumber deal- 
ers. Smooth, wide pavements and 
mile-a-minute trucks ended remote- 
ness and abolished territories that 
“belonged” to certain towns. Radios 
and TVs now spread the news while 
the events are taking place. Mail or- 
der houses have moved into practical- 
ly all areas with branch stores which 
run full page ads featuring building 
materials. What a change, we pon- 
dered that Sunday afternoon, as we 
looked at the pictures! 


... “Don’t let your yesterdays 
take up too much of your to- 
days.” 


It's Not the Low Bid 
That Counts 


Your ‘yesterdays seem simple only 
in retrospect. Actually they were 
more complex, price wise, than today 
since there was always the fear that 
some low bidder would slip in on the 
deal and gum up the works. Today 
service has supplanted price in the 
majority of the yards and service has 
a far stronger pull than price. If this 
were not the case the low bidders long 
since would have taken over. It’s not 
the low bid that makes the sale nearly 
as much as it is the service the dealer 
is able to offer. 


. Satisfactory sales stem 
from service. It is difficult to 
build up a satisfactory profit in 
any other way. 


Sell Service and You Sell A’! 


Most customers do not have the fa- 
cilities to enable them to turn raw 
materials (lumber, cement, plaster, 
nails, etc.) into completed units. Not 
only that but it’s no easy job to fin: 
some one to do it for them. Futile 
searches for competent workmen. 
Long waits. Different groups for di’- 
ferent jobs. 

Service yards eliminate these an- 
noyances for the customer and give 
the dealer better control of the entire 
deal. Under such circumstances the 
price per M, per pound or per gallon 
becomes secondary. It is all very ei- 
joyable for the customer and more 
profitable for all parties concerned 

. dealer, workmen .. . and the 
ultimate consumer. 


... A war economy makes serv- 
ice more important than ever 

. relegates price far to the 
rear. 


Service Yards Will Forge 
to the Front 


Searcities of various materials, and 
particularly of manpower, put service 
yards well in command of the situa- 
tion. With earning power at an all 
time high, people will be willing to 
make eligible purchases if/when they 
can find the materials and someone to 
do the work. Lumber dealers may not 
be able to obtain all they can sell of 
certain items. Bottlenecks will pop up 
with annoying regularity. The job 
will be to find workmen who can use 
substitutes satisfactorily. That will 
call for a break with tradition. It is 
this latter step that will be the most 
difficult since it is no easy job for 
anyone to do things differently. We 
resist change with might and main. 


... You should get set now for 
what’s ahead. 


The Way Out 


There is no point in clinging to the 
traditions of the past. Things wil! be 
different from now on. The thing to 
do is to adjust operations accordin::ly. 
For a long time trends have been 
pointing the way. Services of various 
kinds have been taking over. In these 
services you'll find the answer to 
many problems pertaining to volime 
and profit. There is no other way out. 


. Cc, 
February 24, 1951, AMERICAN LUMBERMAN © 
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It’s a case of high standards. We re- 





fuse to sacrifice quality, just to keep 





up with increased demand. We’re do- 





ing our best to serve our customers 





... though, naturally, we give pref- 





erence to those who have been regu- 





lar users of Robbins flooring. When- 





ever possible, we will be pleased to 





serve new customers as well... to 





show them the superior strength, 





glowing beauty and easy mainten- 







ance of Robbins flooring. 


sets 


/ RoBBINS 







Members Maple Flooring 
Manufacturers’ Association 


ROSBINS FLOORING COMPANY 


Reed City, Michigan Ishpeming, Michigan 
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OK THE BRIERS, famous Natchez home, was 
built in 1812. It is noted for its gardens, 


Here’s its wide gallery, and handsome old win- 
dows which are in splendid condition 
Proof! today after 138 years of service. 


Wood Windows Last Longer! 


There’s no question about it...vo other window 
material can match the proven record of wood for long 
lasting durability. And there’s no question about wood’s 
strength -- rigidity -- beauty -- silence -- resistance to 
fluttering and condensation -- imperviousness to mortar 
and cement. Toxic-treated select wood in GATE CITY 
Awning Windows is added assurance of protection 
against rot, fungus and termites. 


You'll also agree...that no other window can match 
the Awning Window principle of design for climate 
control within the home. 


Add one more important feature! GATE CITY 
offers you all the important advantages for 1951, includ- 
ing availability, which have proven so profitable for 
GATE CITY Dealers in the past. 


Availability « Minimum Storage Space Required « Priced Right for 
Quick Sales » One “Packaged-Unit” Delivery to the Job « Easy 
Installation * Adaptability to Every Style and Type of Building. 


Precision-made by Wood 
Window Craftsmen with 
over 40 years experience. 


| > DEALER! 

| Write now for reprints 
of a series of illustrated 
advertisements, “Famous 
American Buildings Over 
a Century Old.” Sent post- 
paid -- no obligation. 


Gate Cit 


SASH & DOOR CO., Dept. AL-2 
FORT LAUDERDALE, FLORIDA 


Gentlemen: Please send full particulars 
on your dealer offer. 


NAME 
ADDRESS 
CITY STATE 





MEMBER OF THE 
PRODUCER’S COUNCIL, INC. 
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WHAT’S NEW 








Products .... Sales Aids .... Literature 


SEND FOR THESE: 


A general brochure on Permalite 
Lightweight Aggregates is now avail- 
able. It is separated into two main 
sections; one on Permalite Light- 
weight Plaster and the other on Per- 
malite Lightweight Insulating Con- 
crete. In the plaster section, such 
data as advantages and uses of Light- 
weight Permalite Plaster are included. 
Also in the plaster section is com- 
plete data on recommended mixes and 
applications. Fireproofing with Light- 
weight Permalite Plaster is thorough- 
ly covered. In this section on Perma- 
lite Lightweight Insulating Concrete, 
such data as the advantages, uses, 
typical applications and complete tech- 
nical data are included. The technical 
data covers complete mix design in- 
formation, including materials re- 
quired per cubic yard for concrete, 
typical properties, mix proportions by 
volume. Write Great Lakes Carbon 
Corporation, Dept. AL, Building Prod- 
ucts Division, 18 East 48th St., New 
York 47, N. ¥. 


“A Simplified Guide to Bakelite 
and Vinylite Plastics and Resins,” 
classifies the various forms of Bake- 
lite phenolic, styrene, polyethylene and 
Vinylite plastics and resins under 14 
major headings. It describes in 
simple terms the general character- 
istics and properties of each form, 
gives typical applications and shows 
examples of many of them in 126 
photographic illustrations. A detailed 
table of contents on the cover page 
makes it easy to find information 
about any of the Bakelite Division 
products. Write Bakelite Division, 
Union Carbide and Carbon Corpora- 
tion, Dept. AL, 300 Madison Ave., 
New York 17, N. Y. 


“Wood Frame Teco Trussed Raft- 
ers”, a brochure published by the 
Timber Engineering Company of 
Washington, D. C., an affiliate of the 
National Lumber Manufacturers As- 
sociation, will be of interest to archi- 
tects, engineers and contractors in all 
parts of the country. It will also be 
especially valuable to those responsi- 
ble for military construction. Orig- 
inally designed for residential build- 
ings, the clear-span trussed rafters 
are equally adaptable to small indus- 
trial and commercial _ buildings, 
churches, schools, apartments, fac- 
tory buildings, warehouses, recreation 
buildings and countless other indoor 
assembly places. This whole concept 
is set forth in text, pictures and dia- 
grams together with detailed descrip- 
tions of latest approved methods of 
applying the Teco wedge-fitted split- 
ring connectors and_ Trip-L-Grip 
framing anchors. Write Timber En- 
gineering Company, Dept. AL, 1319 
~~ St., N. W., Washington 
6, D. C. 


Of interest to glue users, are arti- 
cles contained in a recent issue of 
“The Perkins Glue Line,” informative 
house organ of the Perkins Glue 
Company. One article begins a series 
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on controls to be exercised by wood- 
workers engaged in hot pressing ply- 
wood. Included is a chart showing 
critical factors and steps to be taken 
to avoid trouble. Also included is a 
description of an economical and ex- 
cellent method for materials han- 
dling in plants using liquid urea resin 
glue. A plan for plant layout is 
given. The issue also contains infor- 
mation on Federal specifications for 
glues and other pertinent material. 
Men actively engaged in the wood- 
working industry are entitled to free 
subscriptions to “The Glue Line,” 
which is a monthly publication. Re- 
quests should be addressed to the 
editor, Joseph A. Barnes, Perkins 
Glue Company, Dept. AL, Lansdale, 
Pa. 


Two-Color Folder’ describes all 
strand doors including the new 
9’-wide door now being produced for 
wider garage openings. The new 
16-page folder prepared by Strand 
Garage Door Division of Detroit Steel 
Products Company, will be available 
to dealers for mailings, counter dis- 
tribution and other promotion. Cover 
features the new 9’-wide door, which 
is also fully explained in a four-page 
spread. Also described and illustrated 
are the Strand 8’-wide doors with re- 
ceding (track) type or canopy type 
hardware, and the 16’-wide door for 
double garage openings without a 
center post. A useful feature of the 
folder is detailed information on how 
to build garage door openings, in- 
cluding diagrams and _ specifications 
for each type door in both wood 
frame and solid masonry construc- 
tion. For copy of folder write Strand 
Garage Door Division, Dept. AL, 2244 
E. Grand Blvd., Detroit 11, Mich. 


Henry Disston and Sons, Inc., have 
taken a variation of the old Rip Van 
Winkle legend, added a modern twist, 
and the result is an unusual full- 
color, 16 mm. film on chain saws 
called “The Woodcutter’s Dream.” 
The picture was four months in the 
making by camera crews of the 
Princeton Film Center. Not content 
with taking chain saw crews into the 
nearest wood lot and shooting the film 
the easy way, Disston arranged to 
have actual film sequences taken on 
location as far distant as Oregon. 
This tall-timber operation, in which 
two-man saw teams fell king-sized 
Douglas firs, is one of the most re- 
markable shown in the film. Write 
Princeton Film Center, Dept. AL, 
Princeton 2, N. J. 


“Balanced Unit Windows by Cald- 
well” is an eight-page brochure de- 
scribing the counterbalancing of 
double-hung windows. Particular em- 
phasis is placed on pre-assembled unit 
windows which are more and more 
becoming standard in all types of 
buildings. Architects are interested 
in their cost-cutting characteristics 
and uniformity of construction; build- 
ers are interested in their saving of 
assembly and installation labor. Both 
clock spring and spiral sash balances 


are illustrated. Two pages of the 
brochure are devoted to installation. 
For copies write The Caldwell Manu- 
— Co., Dept. AL, Rochester 14, 
|. i 2 
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Zonolite Plaster Finish 


The new Zonolite Plaster Trowel 
Finish Aggregate, processed by 
Western Mineral Products Co., 
eliminates the time - consuming 
hand operation of mixing conven- 
tional putty coat (mixing is done 
by the tender), and its quick- 
spreading property allows long 
sweeps with the trowel. For small 
jobs or patch work, the plasterer 
can use the same gypsum used in 
the brown coat, by screening out 
the fibre. It provides a hard fin- 
ish that materially reduces main- 
tenance costs, and pictures can be 
hung without unsightly chipping or 
marring. Carpenters like to work 
over Zonolite Plaster Finish be- 
cause it has less tendency to crack 
as the trim is applied. The aggre- 
gate can be carried in stock indefi- 
nitely without alteration. Sold 
through lumber and building ma- 
terial dealers. Write Western Min- 


eral Products Co., Dept. AL, 1720 
Madison St. N.E., Minneapolis 13, 
Minn. 





New Moisture Detector 


A new Moisture Detector, an- 
nounced by Delmhorst Instrumeni 
Company is designated as_ the 
Model G. It is said by company en- 
gineers to be the most convenient, 
all-purpose moisture meter eve" 
developed for varied application i) 
the wood, paint, plaster and allie:| 
industries. Small in size (4%” 
x 7” x 3144"), weighing only 3% 
pounds, the instrument features 
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DIG A HOLE 
TO FALL A TREE ? 


Yessir, lumberjacks with shovels. 


Every spring at Pack River our crews dig down through 4 
or 5 feet of snow so they can cut a tree without leaving a 
stump higher than a tall Indian. Our snows leave late out 
here in the high — where the finest western woods 
are cut and sold .. . but Pack River crews keep the logs 
coming to supply your demands. 


IDAHO WHITE PINE PONDEROSA PINE 
ENGELMANN SPRUCE INLAND RED CEDAR 
FIR AND LARCH 





FRAMES 
CUT STOCK | 
MOULDINGS _ 4, AL 
CUT-TO-LENGTH Be oS wy 


TRIMS sti seer ia Oe 
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SOLD THROUGH WHOLESALERS ONLY 


REPRESENTING: 
PACK RIVER LUMBER CO. 
SANDPOINT, IDAHO 
NORTHWEST TIMBER CO. 
‘GIBBS, IDAHO 
THOMPSON FALLS LUMBER CO. 
THOMPSON FALLS, MONT. 








Teletype — Sp. 105 Telephone MAdison 0121 P.O. Box 64 Peyton Building SPOKANE, WASHINGTON 





——— 
TOP SALES 


Wide experien 
types of farm 
required. For yOu 









maN WANTS WORK 


Ml 
ce selling barns, machine pene 
buildings. No salary or comm 
l'll work free of charge- 





Sg Sure, you'd jump at an ad like this 


Anp riGHTLy so! When you can get a well- = powerful national and state farm paper adver- 
trained salesman to work for you at absolutely _tising. The profit from every sale goes right 
no cost—that’s an opportunity worth taking _into your pocket. Write for the complete Rilco 
advantage of without a moment’s delay. And _ story. Find out about the products and policies 
that’s exactly what you get when you handle __ that assure big extra profits for Rilco dealers. 
Rilco Laminated Products—a factory-trained 









salesman-engineer to help you in your selling. WORKS WONDERS 
This Rilco salesman will make calls with you p ‘ LC WITH wood 
—help your customers with plans for various 
Rilco framed buildings. He’ll supply you with [ 
dealer promotion material—supply you with Lammiated. PRODUCTS, INC. 
; names of the many prospects created by Rilco’s 2680 FIRST NATIONAL BANK BLDG. + ST. PAUL 1, MINN. 








Burtpinc Propucts MERCHANDISER 57 



































BRAUND 


meets the demand for 


SUPERIOR 
QUALITY 


BIRCH 


Carload Shipments 


BIRCH 
PLYWOOD 


Stock Panels 


Grades A-A, A-1, A-2, A-3, 
1-1, 1-2, 1-3, 2-2, 2-3, 3-3. 
All thicknesses: 1/3" to 3/,”. 
Complete stock sizes. 


BIRCH 
DOOR PANELS 


Grades available: 
A-3, 1-3, 2-3, 3-3, in 
ye" and 3/16". All 
panels are 3-ply. 


All Birch plywood meets 
Bureau of Standards spec- 
ifications. 


BIRCH VENEER 


Rotary and Sliced Cut. 
Standard Thicknesses. 
Faces, Backs, Cross Band- 
ing & No. 1 Sheet Stock. 


L.C.L. 
SHIPMENTS 


now available from our 


new 
DETROIT 
WAREHOUSE 


including 


DOOR PANELS 
birch and gum |, & 3/16 


STOCK PANELS 


birch and gum all sizes 


SHEATHING 


fir and gum all sizes 


Specify your Requirements 


W. R. BRAUND 
COMPANY 
Suite 214, Dept. CD 
Wabeek Building 
BIRMINGHAM, MICH. 
Telephone—Midwest 4-3450-51-52-53 


Birmingham TWX 500 
Detroit Warehouse—Tel. TY 4-4095 
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an extra-large meter dial meas- 
uring 4144” wide from which mois- 
ture content can be read directly 
in percentages within a range of 
7-35°7. The Model G accommodates 
interchangeable electrodes for 
multi-use application in measuring 
moisture content of any wood 
product — poles, veneers, plywood, 
etc.—and in determining the mois- 
ture content of plaster and con- 
crete surfaces prior to painting in 
order to prevent subsequent peel- 
ing, discoloration and _ blistering. 
An adjustable shoulder and neck- 
strap facilitates a comfortable 
reading position and a_ push-pull 
switch gives an operator of the 
Model G the free and unencumbered 
use of both hands. Write Delmhorst 
Instrument Company, Dept. AL, 
soonton, N. J. : 





Dual-Purpose Power Saw 

A new portable power saw com- 
bination consisting of Mall Tool’s 
Model 71 — 7-inch blade saw and 


a portable saw table, reportedly 
enables anyone to do precision an- 
gle and bevel cutting in the shop 
or field with all the stability and 
convenience of a stationary bench 
tool. The saw easily attaches on 
the saw table and can be removed 
again to operate as a highly versa- 
tile portable saw. It eliminates 
the necessity of extra equipment 
by making it possible to do bench 
and outside work with one tool. 
This lightweight unit will frame 
2-inch material at a 45 degree 
angle and cut from 2% inches to 
14 inch at 90 degrees which makes 
it an ideal saw for all-around cut- 
ting. Write Mall Tool Company, 
Dept. AL, 7733 S. Chicago Ave., 
Chicago 19, Ill. 


"Glide-All" Sliding Doors 


New, improved low-cost sliding 
doors complete with unique roller 
assemblies and tracks for ward- 
robes, closets, and room dividers 
of homes and buildings are made 
by Woodall Industries, Inc. ‘“‘Glide- 
All” Sliding Doors feature floor-to- 
ceiling application, eliminating 
framing, bracing and plastering, 
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for highly economical construction. 
They provide an attractive, modern 
appearance and increase usable 
room and closet space up to 50%. 
Panels made of Tempered Presd- 
wood are furnished in standard 
widths of 1814”, 24”, 30147, 325%” 
and 3644” and in standard heights 
of 80” and 96”. Special widths and 
heights are available on _ order. 
Panels may be painted, papered or 
decorated as desired to harmonize 
with room decor. Smooth, quiet 
operation is assured by Woodall- 
designed spring tension arms which 
keep top rollers in firm contact 
with upper track. Lower rollers 
ride on floor track. Other features 
include: top track has decorative 
valance which conceals _ rollers; 
floor roller track is depressed below 
threshold for protection; side tubes 
of heavy reinforced steel add sup- 
port to panels; modern door pulls 
are available as accessories. Write 
Woodall Industries, Inc., Dept. AL, 
3500 Oakton St., Skokie, III. 





New, Improved Mailbox 


New production techniques are 
responsible for the better appear- 
ance of a new, improved mailbox 
announced by The H. B. Ives Com- 
pany, New Haven, Conn. Pressure 
cast of aluminum, the new Mode! 
No. 631A is reported to have 
smooth, clean surfaces and sharpe) 
design details which are unbroken 
by casting marks, pits and flaws 
common to older sand casting 
methods. The new model conforms 
in general to present Ives mailbox 
designs. The addition of a perma- 
nently attached plastic window is, 
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dow protects the box contents from 
wind and weather. Magazine hold- 
ers of wrought brass are also pro- 


however, a new feature. This win- 


vided. The new model is available 
i dead black, brass or aluminum 
metallic lacquer finishes which are 
reported to successfully withstand 
the most rigorous weather tests. 
Write The H. B. Ives Company, 
Dept. AL, New Haven, Conn. 








ap 


_— 










Ventrola 30-C Ceiling Fan 

A high-performance ceiling fan 
for residences—the Ventrola 30-C 
is an ideal ventilating unit for 
rooms where the wall type installa- 
tion is impractical. The 30-C Ven- 
trola is powered to move 500 cubic 
feet of free air per minute and in 
the average home changes the air 
in several connecting rooms many 
times an hour. Motor is of the 
induction type, shielded to prevent 
radio or television interference. In- 
stallation is simple. The required 
ceiling opening is only 1114 inches. 
Connecting air duct is not fur- 
nished, but sleeves are so con- 
structed that standard 312x12” 
furnace duct can be used. Write 
National Appliance Company, Dept. 
AL, 4814-18 West Vernor, Detroit 
9, Mich. 





New Sprinkler Head 


Surf Manufacturing Co. has an- 
nounced the Jiffy Garden Sprinkler, 
a sprinkler head that offers every- 
thing home owners have asked for. 
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The sprinkler case is made of 
molded rubber that requires no 
washer when screwed on to the 
hose. It will not scratch or mar the 
surface of automobiles or other 
delicate finishes when contact is 
made during washing. It can be 
dropped, stepped on or abused with- 
out becoming dented, cracked or 
broken. The face plate is of alumi- 
num alloy to prevent rust, and gives 
a gentle, mist-like spray that won’t 
wash out newly seeded lawns or 
harm the most fragile flowers. The 
Jiffy can also be used as a shower 
head or works as a foot shower for 
the kiddies when attached directly 


to the hose outlet faucet. For liter- 
ature write Surf Manufacturing 
Co., Dept. AL, 333 North Michigan 
Ave., Chicago 1, Il. 


Screen and Storm Unit 


Paramount’s improved three- 
track, all-aluminum combination 
screen storm window and weather 
strip unit, is said to save up to 40% 
fuel. Either sash may be raised or 
lowered to any desired level. There 
are no cold zones around the win- 
dows; every window is custom- 
built. Cool comfort is possible in 
the warmest weather—extra 
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2 Member: 
NATIONAL OAK 
FLOORING MANUFAC- 

TURERS’ ASSOC. 








Preferred for informality 
CHICKASAW BRAND 
PLANK OAK FLOORING 


American style homes — Chic 
Flooring. Its charm and distinctiveness are achieved 
by its rough effects and interesting irregularities— 
simulated by machine. Made of random width pieces, 
pegs are used to give added authenticity and flavor. 
Available unfinished or prefinished. 


| Here is the ideal floor for ranch type and earl 


ae in mixed cars with unfinished or prefinished 
or strip flooring, thresholds, risers, treads, nos- 
ings, hardwood lumber. 


Memphis Hardwood Flooring Co. 


1591 Thomas St., Memphis, Tennessee 
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warmth in cold wintry weather. ice 
Sereen and glass inserts are easily SCREW 
interchangeable. Expansion in sill 

takes care of frame tolerances. 

Hardware consists of door latch, SOLDERLESS 
piston type door check, chain, and 
three hinges. Glide-Lock, a non- 
ratle device, holds panels securely. 
For descriptive folder write Para- 
mount Aluminum Products Corp., 
Dept. AL, 215 Liberty Ave., Min- 


a r CONTACT 
eola, N.Y. “ 






Adjustable Ground Clamp 


A Blackburn Adjustable Ground 
Clamp with an exclusive “Original 
Adjustable Idea” is available in 
two sizes: one to fit %%” to 114” 
pipe, and the other “4” to 3” pipe. 
A tightening screw chafes_ the 
pipe, draws up slack, cuts through 


PERFORATIONS 
FOR ADJUSTMENTS 


contracts band around the pipe 
surface assuring a perfect ground. 
Solder or solderless terminal types 
for low or high amperage ground- 
ing of electrical equipment, con- 
duits, armored cable, metal sur- 
face wiring raceways, alarm sys- 
tems, communications equipment, 
signaling devices, utilization equip- 
ment, appliances, electric fences, 
radios, telephones, enclosures and 
similar circuits. The clamp con- 
sists of a flexible, perforated pure 


Cleveland 3, Ohio. 


Pressurized Fire Extinguisher 





stantly 


LUG " = LOCK NUT 


; L copper band which encircles the 
rust and dirt and at the same time pipe. Write Blackburn Specialty 
Co., Dept. AL, 6541 Euclid Ave., 


With trigger-quick action, this 
new one-quart extinguisher aims 
like a gun and hits the target in- 
accurately, discharges va- 
porizing liquid. It is compressed 
air expelled—no hand pumping. It 
can be operated with one hand and 
is easily recharged and can be read- 
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V-EDGE CASINGS 


For Windows and Doors 





Bull Nose Expanded Flange 
Also made Short Flange 


Smoother joints, cleaner work, 
easier painting and finishing — 
these are only part of. the advan- 
tages. Let us send you our illustrated 
folder which tells the whole story 
of this better, low-cost metal casing 
made in bull,nose and square nose, 
short flange or expansion flange. 





Square Nose Expanded Flange 
Also made Short Flange 


Short Flange and Expanded Flange Casings are made with 2” and ¥%” Grounds. Short 
Flange Casings are made also with 7” Grounds to accommodate Gypsum Board and Lath 
in the new standard thickness now specified by manufacturers. 


SaePENN Meta. Company, INc. 


General Sales Offices: 205 East 42nd Street, New York 17, 7a 
District Sales Offices 

Philadelphia . Chicago . Detroit teitolate] xelity 
San Francisco. Dallas Parkersburg, W. Va. 

Factory Parkersburg, W 


Boston . New York 
Seattle . Los Angeles 








ily pressurized with any standari| 
air chuck exerting 150 psi; such as 
commonly used in gasoline service 
stations. It is for class B and © 
fires in motors, autos, aircraft, 
trucks, trailers, buses, motor boats, 
electrical equipment and all other 
risks involving small oil and grease 
fires. This new unit is a faster 
operating and more easily controlle: 
extinguisher at the fire area than 
the hand pump type unit. For de- 
scriptive bulletin write American- 
LaFrance -Foamite Corporation, 
Dept. AL, Elmira, N. Y. 





ORNAMENTAL WROUGHT IRON 


EST | ATOR 
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Wrought Iron Estimator 

Belson’s Ornamental Wrought 
Iron Estimator contains 125 read- 
ily available standard and hand 
wrought custom built designs. 
Completely practical, this manual 
shows modern, manufacturable 
items currently being supplied by 
Belson to leading achitects and 
contractors everywhere, along with 
detailed data on various types of 
construction, simplified dimension- 
ing procedure and other practical 
helps on every phase of planning, 
designing, estimating, specifying 
and other operations involved in 
using custom built ornamental 
wrought iron. The Belson designs 
include interior and exterior rail- 
ings, all kinds of brackets, func- 
tional and ornamental porch col- 
umns, window guards, gates, com- 
mercial pipe rails, steel fence, cus- 
tom built fireplace equipment, stair- 
way handrails, grates and hard- 
ware installation. For further in- 
formation write Belson Manufac- 
turing Co., Dept. AL, 111 Franklin 
St., Aurora, IIl. 


Dodge Slide-Set Vise 


The new Dodge Slide-Set Vise is 
built on a new principle and com- 
bines advantages of a heavy, cun- 
ventional type vise with a patented, 
fast slide action. The jaw slides 
to any position—open or closed— 
in one second. No tedious “handle 
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DIXON 


WEATHER-LOK 
Window Unit 











Is Setting NEW 


Sales Records! 


Better Construction. Weather tight from every 


angle. Precision-machined, sturdy Pon- 
derosa Pine, toxic treated when desired. 
Sash pre-fitted. Completely weather- 
stripped. 


Economy with Quality. Over 40 years of 
manufacturing experience goes_ into 
Dixon Weather-Lok window units. Al- 
though cost is moderate, workmanship 
and materials equal or surpass that of 
many units higher in price—only pos- 
sible because the manufacturer controls 
every step of production from timber to 
Weather-Lok—one policy, one responsi- 
bility, one profit. 


Ask Your Jobber or Write 


Western Pine Mfg. Co., Ltd. 


P. O. Box 2207, Spokane, Washington 


JOHN H. MEARS, INC. ELLIS GLAZING CO. 
Baltimore 30, Maryland Henryetta, Oklahoma 
EXCHANGE LUMBER & MFG. CO. 

Spokane, Washington 
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earns a 
premium price 
in our locality” 


says L. M. Hurley 
Hurley Lumber Company 
Denver, Colorado 


“Texoak Flooring is the fasting selling flooring 
we’ve ever handled in our four years of selling in 
the Denver area,” says Mr. Hurley. “Sales were so 
amazingly high that we decided to ask a few of 
our customers why they preferred Texoak over 
other brands of flooring. Our customers said: 

‘Texoak has eye appeal’ 

; It’s accurately machined’ 

‘Texoak quality is uniformly high’ 
‘Texoak LAYS straight, STAYS straight’ 

“Our yard gets prompt service from Texoak 

_ Flooring Company no matter what our flooring 
needs. Texoak folks know how to make beautiful, 
lasting flooring that earns a premium price in our 
locality!” 


_TEXOAK FLOORING 


Texoak tongued and grooved 
flooring sells because of its 
beauty, because it’s precision 
machined, because it lays 
straight, and stays straight. 


| TEXOAK STAIR TREADS 


i Lasting, beautiful warp-proof 
: Texoak stair treads and risers 
| are of top quality Texas oak. 
Customers will like the rich 
i texture of the wood. 


| TEXOAK THRESHOLDS 


Scientifically kiln dried and 
* machined to a beautiful fin- 
ish, Texoak thresholds are 
made under the same speci- 
fications as Texoak flooring. 


NEW FREE KIT 


TO LUMBER 
DEALERS ONLY 


Called the Texoak Flooring Sales 
Maker, this kit contains enough new 
ideas in flooring merchandising to 
DOUBLE your flooring sales — if you 
put the ideas te work. It’s a complete 
dealer advertising program custom- 
made to help you boost flooring 
profits. It’s absolutely free — to lumber dealers only. No 
obligation. Send for your Sales Maker Kit today! 











* FLOORING COMPANY 


CROCKETT, TEXAS 


Rush me your new TEXOAK FLOORING SALES MAKER 
KIT of tested advertising ideas. | am a lumber dealer. 


NAME 
ADDRESS. 
CITY. 








ZONE__STATE___.. 
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MIXES IN COLD WATER! 






CONSUMERS 
PATCHING 
PLASTER 


- -- for cracks, holes 
and general repair 





Famous for 
QUICK SALES 
because it... 
Needs no sizing. 

Mixes white in cold water. 
Knits quickly to old plaster. 
Will not check or shrink. 

. Does not peel or crack. 


wk ON > 


®@ Available in 1, 2% and 5 Ib. cartons; 


2, 5, 10, 15 and 50 lb. paper bags; 100 
and 300 Ib. drums. 








— 
ORDER FROM YOUR WHOLESALER 
OR DIRECT FROM US 


CONSUMERS GLUE CO. 


1515 N. HADLEY ST. ST. LOUIS 6, MO. 





Manufacturers of 


RED CEDAR 
SIDING 


SHINGLES 


The brand to rely on for quality. 


Distributed through the whole- 
sale trade exclusively. 


Thurston-Flavelle Ltd. 


Port Moody, B. C., Canada 
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spinning” is required. The Dodge 
Slide-Set reduces operator fatigue, 
makes many bench and assembly 
operations easier and faster, saves 
wear on operating parts. A uniquely 
designed No-Pinch Handle gives 
the operator positive protection 
against blood blisters! Turning the 
handle counter-clockwise puts the 
Vise in “neutral” and the jaw slides 
forward or backward. As soon as 
the work is engaged the Vise oper- 
ates in the conventional manner; 
by turning the handle clockwise you 
lock the work firmly with all the 
power of a conventional vise. The 
Dodge Slide-Set Vise is built in the 
much demanded 4-inch size to serve 
a wide variety of uses and is avail- 
able with stationary or swivel base. 
Write Dodge Manufacturing Corp., 
Dept. AL, Mishawaka, Ind. 





Planer with Four Heads 

The 13” Barton Universal Planer 
with four heads, can be used for 
finishing 2x4’s and 2x6’s on all four 
sides in one operation. It is recom- 
mended for small mills and lumber 
yards desiring to plane rough 


lumber. Maximum width 13”’— 
Thickness 2” with 1%” cut. Con- 
structed of cast iron, the planer is 
machined on all sides for perfect 
alignment. Table of Planer is one 
piece cast iron well ribbed, accu- 
rately planed and then ground to 
smooth finish—assuring long wear 
—12°4” long, with slot for bottom 
head—3”"x714”. Feed Rolls are 
machined from solid bar steel— 
with front roll fluted—rear roll has 
smooth polished finish—Feed 20’ 
to 24’ RPM. All ball bearings are 
self aligning, permanently sealed— 
pre-lubricated—set in pillow blocks. 
Main Cutter head is 13” long x 3” 
diameter machined from solid bar 
steel—using three high speed steel 
knives 13” long, 1” wide, 4%” 
thick. 3,450 RPM. Bottom Head 
is 7” long x 3” diameter machined 
from solid bar steel—using three 
high speed steel knives 7” long, 
1144” wide x 1%” thick. 3,450 RPM. 
Side Heads are 244” long x 214” 
diameter, machined from solid bar 
steel—using three high speed steel 
knives 214” long x 1” wide x 14” 
thick. 3,450 RPM. Write Cosa 
Corporation, Dept. AL, 405 Lex- 
ington Ave., New York 17, N. Y. 





Tilting Plaster-Mortar Mixer 


A tilting plaster-mortar mixer 
of 6 cu. ft. capacity has been added 
to the complete line of concrete, 
bituminous and plaster-mortar mix- 
ers manufactured by the Kwik- 
Mix Company. Featured on the 
new mixer unit is a semi-power 
tilt arrangement that practically 
nullifies any effort required to tilt 
the drum. Through the action pro- 
duced by the paddle shaft drive, 
the loaded drum tends to tilt itself 
when released for discharge. The 
drum also tilts in the opposite direc- 
tion for quick, easy cleaning. 
Equipped with a single cylinder, 
air-cooled gasoline engine, power 
in the new mixer is transmitted by 
multiple “V” belt with enclosed 
reduction gears running in oil. 
Electric power is optional. Four 
non-clogging mixing blades, posi- 
tioned at 90° around shaft for uni- 
form action, are slotted for radial 
and longitudinal adjustment. Blades 
scour the drum on each revolution 
for end-to-end mixing and rapid 
discharge. Write Koehring Com- 
pany, Dept. AL, Milwaukee 16, Wis. 


Custom-Fitted Beautycraft 


The baked-enamel finish of the 
Beautycraft Custom Kitchen is 
specially compounded to kill glare, 
and its curve-line styling is 
achieved by unique bottom con- 
tours on all cabinets, exclusive 
curve-corner end panels, and orig- 
inal treatment of handles and 
hinges. With concealed door pulls 
and hinges, the wall cabinets pre- 
sent a completely smooth, unclut- 
tered surface. Base cabinet han- 
dles, slightly curved to fit the fin- 
ger, are set over oval recesses. .\ 
wide selection of cabinets (a size 
for every 3-inch interval from 12 to 
30 inches, plus a 36-inch size) 
combined with fillers of any desire: 
width makes possible a fit usually 
achieved only with made-to-order 
units. Special units provide fer 
the incorporation of appliances 
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into the line of cabinets, such as 
the dishwasher front and _ the 
range hood cabinet. A smooth, un- 
broken working surface of lino- 
leum, formica, or stainless steel is 
available in any size. Stainless 
steel trim is used for beauty and 
durability. Individual procelain-on- 
steel and _ porcelain-on-cast-iron 
sinks are also offered in standard 
sizes. For descriptive folder write 
Miller Metal Products, Inc., Dept. 
AL, 2215 Russell St., Baltimore 30, 
Md. 





Swedish Hardware Items 

The Gensco Tool Division has an- 
nounced an addition to its line of 
builders’ hardware made in and im- 
ported from Sweden, including T 
and strap hinges, barrel and win- 
dow bolts, hinge and safety hasps, 
shelf brackets and corner irons. 
sright steel and japanned finishes 
are predominant in the line that 
is reported to be priced competi- 
tively and available for immediate 
delivery. For literature and prices 
write Gensco Tool Division, Gen- 
eral Steel Warehouse Co., Ince., 
Dept. AL, 1812 North Kostner Ave., 
Chicago 39, IIl. 





~ 
Counter-Flow-type Furnace 
Architects, builders and home 
owners demanded a method of heat- 
ing basementless houses in such a 
manner that the floor would be 
warm, the house remain at even 
and constant temperature, and the 
occupants be given the advantages 
of clean, fresh, circulated, humidi- 
fied air found only in warm air 
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1. CEILING TILE & PANEL BOARD 
2. BLANKET & BATT INSULATION 


Reduce application costs! 


Approved by Insulation Board 
Manufacturers in applying Ceiling 
Tile and Panels. The Markwell 
“L3D” (9/16” leg) Staple is driven 
flush into the nailing tongue of the 
tile. The Markwell gun type tacker 
eliminates damaged edges on tile. 


473- 
TRIGGER FAST! 


**L3°* Model loads 84 flat wire 
Markwell Staples sizes “*L3A"" 
(%4” leg). “L3B" (5/16” leg) and FS 
“L3D" (9/16” leg). 


“LA” Model tent? 157 —. wire i; 
Markwell St sizes 
(gr leg). hac (3% leg) and \ 
¢ ‘T4D” (4 
Other Markwell Products .. . 
MITRE CUTTERS, , 
SCREEN WIRE STRETCHERS, 
SASH BAR TACKERS, 
ORDER NOW FOR IMMEDIATE DELIVERY Waicdceotan te, hen Sedandet Oe 3LL 


Catalogue on request 200 Hudson St., New York 13 


Trigger action drives 
staples flush into rafters, 
joists and studs. A gun 
type Insulation Tacker 
eliminates danger of punc- 
turing paper backing on 
batts and blankets. Use 
“L3D” Staple in putting 
up Backer Boards. 




























The patented Bulldog grip ==»—> 
‘Wt never lets go”’ 


PIONEER ee 
Shes Bridging °° © SAVES MONEY 


SAVES TIME 
{2 $2.50 an hour, ask your mega SAVES LABOR 


what it costs to drive an 8d. nail 


50 double bridges to carton 
You wouldn’t use wood dowels instead of —weight 32 lbs. 
nails—Why use high labor-cost wood bridg- 
ing when Pioneer Steel Bridging will do a 
more complete job for less cost? Order NOW for 
Buy Bulldog grip steel bridging and rein- Spey een, 
force the entire structure. 


1050-54 Century Bidg. 
THE PIONEER COMPANY pittsburgh 22, Pa. 
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heat. When this problem was turned 
over to the National Warm Air 
Heating and Air Conditioning 
Ass’n., a highly satisfactory answer 
was found in “Perimeter Heating”’. 
Then Mor-Sun designed a Counter- 
Flow-type furnace. Gas furnaces 
were tested and approved by AGA. 
Both gas and light oil furnaces 
were tested by Underwriters’ Lab- 
oratories and listed for “zero 
inches clearance’, which means 
they can be installed in small clos- 
ets. Mor-Sun furnaces are factory 
assembled, ready for quick installa- 
tion. Write Morrison Steel Prod- 
ucts, Inc., Dept. AL, 601 Amherst 
St., Buffalo 7, N.Y. 


Red Cedar Closet Lining 


PBrown’s 


CEDAR 


LS es 


NATIONALLY 
ADVER — 
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100% oil content 


Suggest Cedar Lined 
Closets to Every Home 
Builder. There is 
ae, Better than 


Only SUPER- 

CEDAR is of 
the same uni- 
form high quali- 
ty standard that 
guarantees every 
package to contain 
90% Red Heart or 
better, and 100% oil 
content that produces 
the pleasing aroma. , 


ALL WIDTHS PUT-UP 
40 FT. TO PACKAGE 











SEALED 
More home builders ase* \ PACKAGED 
specifying cedar lined wh LABELED 


closets today than ever—and 

Brown's SUPERCEDAR is na- 

tionally advertised to thous- 
ands of new home prospects, 
architects and builders. SUPER- 
CEDAR closet lining is surfaced, 
tongue and grooved, ready to put 
on with no waste. Packaged and 

sealed with the Geo. C. Brown label 
and guarantee, famous since 1886. 


Product of 


GEO. C. BROWN & CO., Inc. 


GREENSBORO, N. C. ESTABLISHED 1886 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 
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Andersen Catalog 

Here is the new Andersen Win- 
dowalls Catalog, No. 511. It is a 
reprint of the Andersen insert 
which appears in the building sec- 
tion of Sweet’s Catalog. This year’s 
insert has been enlarged over the 
previous editions. It now contains 
16 pages, including, on page 15, 
the new installation specifications 
section. While these recommenda- 
tions apply specifically to Andersen 
window units, they describe prin- 
ciples which will be helpful to the 
builder and dealer in seeing that 
any window units are properly in- 
stalled. For copy of catalog write 
Dept. AL, 


Andersen Corporation, 
3ayport, Minn. 





Hi-Power Grinder 

The “Hi-Power Grinder” is a 
powered hand tool designed for con- 
stant duty without slowdown. The 
new hand grinder is said to have 
the power, speed, and stamina to do 
everything from delicate die jobs to 






































hogging off substantial amounts of 
stock. Operating at 20,000 RPM, the 
tool maintains the speed needed for 
tough grinding jobs. Vibrationless 
performance is assured through 
full dynamic and static balance. 
The motor is_ independently 
mounted and easily detached from 
its hand piece. Other features in- 
clude an independent ball bearing 
spindle, lubricated for life, and a 
forced-air ventilated hand piece. 
The tool has a Universal Jacobs 
Chuck with 4” capacity, permit- 
ting the use of a 2” grinding wheel 
or any 4,” or 1%” shank mounted 
wheels (including sanding drums, 
wire brushes, felt and soft rubber 
polishing wheels). Measuring 11” 
in over-all length, it weighs 5 
pounds 10 ounces. Write Chicago 
Wheel & Mfg. Co., Dept. AL, 1101 
W. Monroe St., Chicago 7, III. 





Deliveries Announced 


Walter E. Selck and Co. an- 
nounces the beginning of deliveries 
on the new Stainless Hudee Ideal 
Sink Frame System. Through the 
demand created by the manuactur- 
ers of custom cabinets who are 
users of stainless steel trim, Selck 
has begun the manufacture and 
production of the Hudee Frame, 
in a continuous one-piece welded 
unit in stainless steel. This new 
Hudee Frame will have the ad- 
vantage of a good match with stain- 
less steel cabinet trim. A new No. 1 
attachment lug is meeting with ap- 
proval by all installers of Hudee 
Frames for its ease in operation; 
and no slippage in application guar- 
antees a tight, firm grip, sealing 
the sink top, bowl and frame. Write 
Walter Selck and Co., Dept. AL, 
225 West Hubbard St., Chicago 10, 
Ill. 


Bradley Unit Wood Blocks 


Transforming idle basement space 
into useful, enjoyable recreation 
rooms has gained such popularity 
as to be all but customary with own- 
ers whose homes have basements. 
Here is such a room in which deco- 
ration and appointments are smart- 
ly effective in creating an atmos- 
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AGED TRIM SAVES... 


Here’s why John Day is the most profitable 
door and window trim you can handle: 


You save sorting, save handling, when you sell 
John Day packaged trim. 


You don’t have inventory losses on dirty, 
damaged trim. John Day packaged trim is as 
clean on the job as when it leaves our mill. 


Builders like it. Only John Day trim is al- 
ways superior “A” Grade Ponderosa Pine. 
Complete bundles are ready to drop near each 
door or window opening. Decorating costs 
less, since it seldom needs sanding and Pon- 

derosa Pine takes less paint. 


You can show a faster turnover on a lower 
inventory with John Day packaged trim. It 
is distributed only through millwork job- 
bers. Write us today for the name of the 

jobber nearest you. 


OREGON LUMBER COMPANY, Baker, Oregon 


JOHN DAY PONDEROSA PINE PRODUCERS 
AND MANUFACTURERS since 1889 
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Another Big Project 
Equipped with 


Smoothness, quietness, and positive, non-jamming action . . . where it counts . . . plus ease 
of installation. That’s why the Hidalift 100% concealed sash balance is preferred for such big 
installations as this Texas hospital. Hidalift is designed to fit every installation need from the 
smallest home up to large buildings like the one above. Here are some of the big features. 
Hidalift is 100% concealed — is faster to install — provides two methods of tensioning — 
prevents tension loss — has self-centering guide arm —— requires only screw driver adjustment. 
Write for complete literature. 





THE 100% CONCEALED SASH BALANCE 





HIDALIFT DIVISION 


Ts S The Turner & Seymour Mfg. Co., torrincton, conn. 


Quality Products For Over a Century 


TORRINGTON 
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phere for fun and entertainment, 
including movies and television. Of 
particular significance to lumber 
dealers and builders is this appro- 
priate use of Unit Wood Blocks 
which provide a floor of strikingly 
attractive decorative qualities, plus 
the practical advantage of being 
wholly adapted to immediate in- 
stallation over the existing concrete 
basement floor by laying in mastic. 
The floor consists of pre-finished 
Unit Wood Blocks in Prime grade 
Oak, 9” x 9”. Write the Bradley 
Lumber Company of Arkansas, 
Dept. AL, Warren, Ark. 


Water Repellent Preservative 


Penta WR is a ready to use water 
repellent preservative that gives 
long lasting protection against de- 


= 
Penta WR 





changes in wood such as checking, 
warping, shrinking, and swelling. 
It has a water repellent effective- 
ness far beyond 60% as determined 
by the National Woodwork Manu- 
facturers Association test method. 
Packaged in pints, quarts and gal- 
lons, it is an ideal item for retail 
outlets. For industrial users or 
millwork manufacturers, Penta WR 
comes in a 1 to 3 concentrate pack- 
aged in 55 gallon drums. For fur- 
ther information write Chapman 
Chemical Company, 707 Dermon 
suilding, Dept. AL, Memphis, 
Tenn. 


In Self-Display Carton 


H. D. Hudson Manufacturing 
Company is now packing each No. 
63E Lektrik-Heet Electric Floating 
Tank Heater in an attractive red- 





ALWAYS RIGHTS ITSELF IF TIPPED OVER! 


ping carton. Highlighting the user 
benefits and product features of 
the heater, the display is designed 
to be a powerful force in helping 
to presell browsing customers as 
well as providing on-the-spot sell- 
ing arguments for sales personnel. 
The display is easily and quickly 
set up following the instructions 
included. No cutting of the carton 
is necessary. The heater cord is 
plugged into a simulated electrical 
outlet box on the back panel to add 
realism to the display. Write H. D. 
Hudson Manufacturing Co., Dept. 
AL, 589 E. Illinois St., Chicago 11, 





cay, termites, and dimensional and-blue-printed self-display ship- Ill. 
















H. G. Dowson a A. W. Lingaas 


ROGUE LUMBER SALES CO. 


P. O. Box 707, Medford, Oregon 
Phone: Central Point, Oregon 1091 


NEW FACILITIES 


Complete new re-manufacturing plant of our sub- 
sidiary, Southern Oregon Planing Mill Co., Inc. is 
now in operation. New re-sawing facilities, new 
planing mill, new dry kilns, new shed storage space. 
Shipping over 5,000,000 feet of 


It is the kind of flooring that 
will build repeat business for 





you with carpenters and con- 
tractors. Well manufactured, 
precisely graded in accord- 


y aa ance with NOFMA grading 
Ponderosa Pine, Sugar Pine, 'g rules, carefully bundled. 
Douglas Fir and White Fir per 3 
ee es Prompt shipment of most 





sizes and grades. 





> att Bae S/ 
Exclusive Sales Agents for 


Southern Oregon Planing Mill Co., Inc. 
and 
Jackson Creek Lumber Company, Inc. 


Standard Yard Items 
Reputable Sales Representation Throughout the Nation 


Send us your inquiries. 





THE OZARK OAK FLOORING CO. 


BISMARCK, 


MISSOURI 
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cialty items . . . PLUS wholesale 







woods. 


R. A. Holmes 
Cc. F. Mimnaugh 


Firpine's service to buyers includes inside 
door jambs, standard lineal mouldings, cut- 
stock, furniture dimension and other spe- 


practically everything in Western Soft- 


Propucts COMPANY 


RIM-KII 
all 2 Re 


PACKAGED WINDOW AND 
DOOR TRIM 


Manufactured from Clear 
Ponderosa Pine 


Cuts handling costs 
Eliminates waste 
Saves distribution time 


Easy to stock and to inven- 
tory. It stays clean and 
bright 


Architecturally correct in 
service in design 


Accurately and smoothly 


machined 


OUR MOTTO: "If it's made of wood, We sell it’. 





P. O. BOX 188 — OSWEGO, OREGON 




















TOO MUCH 
MOISTURE? 


NOW, you can answer this question before 
structures warp and paint peels off. Revolu- 
tionary scientific instrument reduces moisture 
testing of lumber and other building materials 
to rapid, inexpensive and simplest possible 
operation. 





The most damaging moisture is that beneath 
the surface not readily ascertained by super- 
ficial examination. Our meter is equipped 
with sharp needle electrodes that penetrate 
into the danger area and transmit their 
findings to the instrument indicator. 











PRICE: $49.50 new vorx 


(Price subject to change without notice) 


write today 


L. R. BRADLEY & COMPANY 


25 West 45th St. — NEW YORK 19, N.Y. 


The new Bradley Electronic Moisture Meter eliminates 
the drawbacks of other instruments of less advanced 
design. There are no galvanometer dials with delicate 
unstable needles. There are no tables of figures to 
consult and interpret. There are no moving parts ex- 
cept a manually operated pointer which the operator 
sets at a predetermined figure. A little danger light 
flashes if the moisture is in excess of that figure. Hun- 
dreds of pieces can be tested in a matter of minutes. 
Exact moisture percentages are quickly ascertained. 
The same instrument also tests plaster, brick, cinder 
block, gypsum block and concrete. 
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NAMES IN THE NEWS 





Emergency Service Corps 


Will Keep White Trucks Rolling 

The White Motor Company put its 
service and parts operations on a mo- 
bilized basis to keep White trucks and 
busses rolling during the national 
emergency. The formation of an 
Emergency Service Corps has been 
announced by J. N. Bauman, vice- 
president of White. The nationwide 
truck and bus conservation and parts 
availability program has already been 
launched among the company’s more 
than 500 outlets. “With strict controls 





of critical materials and manpower 
shortages bound to develop,” Mr. Bau- 
man says, “it is important that we 
take this advance step in our service 
and parts divisions to assure efficient 
truck operation during the emergency 
for White owners.” 

Similarly, White was quick to an- 
nounce its truck conservation program 
in World War II and had its P.M.- 
P.C. preventive maintenance parts 
conservation plan used by the Office 
of Defense Transportation as a na- 
tional pattern. 

The new ten-point E.S.C. program 
provides a systematic plan to keep 
available White parts on hand in 
localities where they actually are 
needed. The first phase calls for a 
registering of all White equipment in 
service throughout the United States. 
New Whites now being produced bear 
an E.S.C. “dogtag” listing serial and 
model numbers of chassis, engine, 
transmission, axles and other major 
parts and assemblies. Tags are being 
assigned to all trucks and busses now 
in service. 

All this parts information’ plus 
other salient facts about the opera- 
tion of each White now in service will 
be cataloged and an inventory control 
system established at the Cleveland 
plant of White and integrated with 
all the branches, distributors, dealers 
and service stations throughout the 
country. 


Armstrong Plant 
Being Modernized 


An extensive modernization and ex- 
pansion program amounting to ap- 
proximately one million dollars is 
now in progress at the Pensacola, Fla., 
fiberboard plant of the Armstrong 
Cork Company. 

The program, which primarily in- 
volves changes in the production line 
and the purchase of new machinery, 
is expected to result in increased ca- 
pacity and product improvement to 
the company’s line of building ma- 
terials. 


Upson Combines 
Advertising and Public 
Relations Departments 


The Upson Company, Lockport, 
N. Y., world’s largest manufacturer of 
fibre wall panels, has combined its ad- 
vertising and public relations depart- 
ment in a move to correlate and 
expand the work of the two offices. 

Averill E. Calver, advertising man- 
ager of The Upson Company for the 
past 10 years, has been named di- 
rector of advertising and public rela- 
tions. His assistants will be Wallace 
D. Soderholm, former newspaper and 
radio news editor, who will handle 
news copy; and J. Douglas Swick, who 
will help execute the firm’s nation- 
wide advertising program. Mr. Swick’s 
business experience ranges from man- 
ufacturing and selling paint to assist- 
ant manager of the Carl Company. 
Store in Lockport. 








~ FOR THE FINEST 
in BUILDING PRODUCTS 
and SERVICE 


A Fireplace Damper | 
you can show with pride 
and endorse fo the limit 








You can always depend on Fiddes-Moore 
& Company for personalized cooperative 


DISTRIBUTORS OF 


von service in helping you order lumber, 
plywood, doors and leading specialties. 


Doors Whether your order is large or small it 


LUMBER 


PANELYTE receives the same prompt, reliable atten- 
ARMSTRONG tion — you are assured of a positive 
PRODUCTS guarantee of satisfaction. 

JOHNSON Day in and day out, year after year, 
ee Te hundreds of dealer customers rely on 
BAYLAUN 


F-M quality service. Why not check 
Fiddes-Moore for your next order? 


QUALITY @»D SERVICE 
FIDDES-MOORE & COMPANY 


CHICAGO, ILL. HAMMOND, IND. FORT WAYNE, IND. 
Daily News Bldg. 4950 State Line Ave. P.O. Box 839 
400 W. Madison St. SOuth Chicago 8-9223 (Chicago} Harrison 1285 
SOvth Chicago 8-9223 Russell 2350 (Hammond) 
TWX HAMD 1447 


P-V HARDBOARD 


eee 

















DONLEY Corten Stee/ DAMPER 


This damper takes the eye of the customer with its attractive 
coating of heavy gray paint and its evidence of careful design- 
ing. . . . And it is just as good as it looks, fabricated from 
Corten Steel, the U. S. Steel that offers four to six times the 
corrosion resistance of ordinary, open hearth steel, well tested 
in damper service with complete success. . . . It conforms to 
standards set for decades by Donley Cast Iron Dampers and to 
Donley fireplace designs. . . . Weight of steel varies from 12 
gauge up to '/, inch, according to exposure of different parts. 
Assembled and semi-crated to protect operating device. Made 
in 24, 30, 33, 36 and 42 inch sizes. 


THE DONLEY BROTHERS COMPANY 


13928 Miles Avenue, Cleveland 5, Ohio 
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ALL ROSBORO LUMBER 
IS KILN DRIED 


One of the important points of merit which 
you get when you buy Rosboro Lumber is 
scientific kiln drying. 


The control panel illustrated at the right is the 
“eyes-and-ears” of the dry kiln—looking after 
your interests, to see that the kiln drying is as 
nearly perfect as good equipment and skilled 
personnel can provide. 


When you buy lumber, you try to minimize 
the risk you take, the factors of uncertainty 
as to quality and value. 


One way to make sure of quality and value is 
to order Rosboro kiln dried lumber. 


Remember, all Rosboro lumber comes from old 
growth Yellow McKenzie River Douglas Fir 
which is particularly noted for its strength and 
close grain. 


ROSBORO LUMBER CO. 


Springfield, Oregon 



































The Job at Hand... 


Lumber To Back Up Our Fighting Men Is 
The First Order Of Business At Our Mills 


Much of our current production is mov- 
ing out on Government requisitions. 


Until our United Nations job is finished 
we will divide the balance of our pro- 
duction among our regular customers 
who are doing essential civilian work. 






THERE IS NO LET DOWN IN 
OUR QUALITY-PRECISION 
MANUFACTURE AND KILN 
DRYING 


Milis: Anderson and Canby, California 
Sales Office: Anderson, California 














Mount Vernon Brand is unex- 
celled for quality — precision 
manufactured from select South- 
ern Hardwood stock in our own 
modern flooring plant. 


OAK 


Also kiln dried 
> je] hardwoods. Mod- 
‘7 * # ern kiln —t and 
iT) ‘ planing mill facili- 

beh ag ties. 





Mobile River Saw Mill Co., inc. 


MT. VERNON, ALABAMA 
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BLACK & DECKER-VAN Donn fil 


ELECTRIC To5 


1’ 
~ IVOLS 





Black & Decker Increases Its Buffalo Facilities 400% 


The Black & Decker Mfg. Co., 
world’s largest producer of portable 
electric tools, recently opened a large 
new sales and service branch at 881 
W. Delavan Ave. (Buffalo 9) just off 
Delaware Ave. The new building 
covers over 4,100 sq. ft. and increases 
sales and service facilities nearly 
400% over Black & Decker’s previous 
Buffalo location at 17 E. Utica St. 
In addition almost 7,000 sq. ft. of 
parking area is provided in the rear 
of the building for customers. This 
new location next to the junction of 
two main streets will make the Black 
& Decker Branch easily accessible 
rom all sections of the city, and for- 
mer center-of-the-city parking prob- 
lems will be eliminated. 

The great increase in the use of 


portable electric tools by the manu- 
facturing and automotive service in- 
dustries and home owners in the Buf- 
falo area has necessitated this new 
building. Complete service facilities 
including a greatly increased stock 
of genuine replacement parts for 
Black & Decker, 'Van Dorn and Home- 
Utility Electric Tools will be provided, 
manned by factory-trained mechanics. 
A large show room displaying the 
company’s nearly 150 different prod- 
ucts is also included in the building. 
J. F. Spaulding is branch manager. 
The Black & Decker Mfg. Co. lo- 
cated in Towson, Md., has maintained 
a Buffalo Branch since 1925. Besides 
Buffalo, the Branch also serves a 
large area including Erie, Rochester, 
Syracuse, Utica, Binghamton and El- 


mira. Because of the large popula- 
tion and high degree of industrializa- 
tion in the territory, Buffalo is 
considered one of the key locations 
in Black & Decker’s string of 29 sales 
and service branches throughout the 
United States and Canada. 


New Companies: Thunder Creek 
Logging Co.; Summitt Timber 


Thunder Creek Logging Co., is the 
name of a new corporation organized 
just prior to the new year. It is owned 
by the Puget Sound Pulp & Timber 
Co., Bellingham, Wash., and the Sum- 
mitt Timber Co., Everett, Wash. Offi- 
cers of the Thunder Creek Logging 
Co. are: Carl V. Sahlin, Bellingham, 
Wash., president; Burke Barker, 
Everett, vice-president; Bob Jones, 
Darrington, treasurer; Clayton E. 
Rogers, Bellingham, secretary; and 
Harry Binzen, Bellingham, assistant 
secretary. 

The Summitt Timber Company, also 
a new organization, is owned by: Bob 
Jones, Burke Barker, John Mauk and 
associates. This concern recently pur- 
chased substantial holdings of the 
Robinson Plywood & Timber Co., 
Everett, including the latter’s inter- 
ests in Three Rivers Plywood & Tim- 
ber Co., Darrington, Wash. and the 
Conifer Timber Co. and Fortson Mill 
Co., of Fortson, Wash. 

The Thunder Creek Logging Co., 
owns the Lake Shannon shingle mill, 
logging properties and timber, located 
on Lake Shannon above Concrete, 
Wash. 











REGISTERED 





PONDEROSA PINE 


High Altitude, Soft Textured Growth 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE 





CALIFORNIA 
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MANUFACTURERS & WHOLESALERS - DOUGLAS FIR LUMBER 


EUGENE, OREGON + P.0. BOX 908 - PHONE 5-3317+ TELETYPE EG 049 
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SUPERIOR LUMBER 





95% OF DARGAN'S PINE 
LUMBER IS KILN-DRIED 











Practically all the southern pine lumber manufactured 
in Dargan's Conway plant is dried in Moore kilns, 
under the same rigid quality controls that character- 
ize every step in the making of ‘Superior Dargan 
Lumber.” 


@ FINISH 
@ MOULDINGS 
@ FLOORING 
@ CEILING 
@ BOARDS 
@ SIDING 





Trade Mark Registered 





Write Box 406C today for 








umber is 





° ° ° After grading, pile 
lists, prices, and illustrated placed on tracks to await kiln- 
literature. drying. 








DARGAN LUMBER MANUFACTURING COMPANY 


(FORMERLY INGRAM-DARGAN LUMBER CO.) 











Gang Mill - Dry Kilns + Planing Mill CONWAY, S. C 











MIXED CAR SHIPMENTS 


e@ Solid White Ash Panelling 
© Solid Red Cypress Panelling 


e Solid Philippine Mahogany Panel- 
ling 


e Kiln Dried Yellow Pine Shed Stock 





PAROMAHE> 
RED CEDAR 
CLOSET LINING 


Cedar oil content 100%. Well 
manufactured. Full 34" thick, 
2/2", 3Y2" and 4!/2" widths, 
center - matched and end - 
matched. Use either side. 
Packed in heavy kraft paper 
and taped to insure easy 
handling. Each package con- 
tains 40 board feet (covering 
32 sq. ft.). Our Cedar mould- 
ings make the job complete. 
Dependable, uniform quality. 


PROMPT SHIPMENT 
LU “It’s Quality that Counts” 









































Robert 0. Foerster Lumber Co., Inc. 


P.O. Box 6012 Jacksonville, Florida 


Phone 2-3642 














; ) 
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Write for Facts About 


Red Devil, 
FLOOR CONDITIONING MACHINES 
for Sales and Rentals 


RED DEVIL TOOLS, IRVINGTON 11,N.J.,U.S.A. 
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OAK + BEECH 
ASH + PECAN 


In straight or mixed cars with air 
dried Yellow Pine Boards and Dimen- 
sion. Excellent manufacture, and 
service. 


For prompt attention on your needs 
phone or write 


Miller & Company, Ine, 


Hardwood & Yellow Pine Lumber 
SELMA, ALA. and JACKSON, TENN. 


Selma LD 9910 Phones - yckson 23761 
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@ MILLIONTH 
’ SIMPSON DOOR 


IN 1950 





Million-Door Year Sets 
Record for Simpson 
Logging Co. 


A record million-door year was set 
last year by the Simpson Logging Co., 
McCleary, Wash., according to Harold 
Ahloskog, manager of the door plant. 
A total of 1,002,499 doors were manu- 
factured in 246% working days, aver- 
aging 4067 doors per day. The door- 
making department of Simpson’s 
McCleary operations employs 166 men 
and women. 

The Simpson millionth door was a 
stock model “eighty-two,” 136 inches 


thick, 2 ft., 8 in. wide and 6 ft., 8 in. 
high. It was graded as a No. 2 door. 
Two veterans in door-making at Simp- 
son’s plant worked on this millionth 
number. One was Charlie Rogers, who 
has been sapping (assembling) doors 
in McCleary for 33 years. It is esti- 
mated that he has assembled nearly 
six million doors during that time. 
Attilie Montermini, who has also 
worked with doors in the McCleary 
area for 33 years, also helped turn 
out Simpson’s millionth door. Last 
year was the first time since the plant 
was acquired in 1942 that it has 
reached the million door mark. 


Acme Steel Announces 
Staff Changes 

Territorial and staff changes to 
meet the expansion of the industrial 
south have just been announced by 
W. S. Huss, southern division sales 
manager of Acme Steel Company. 

William G. Polley, sales engineer, 
has been assigned to the staff of Mr. 
Huss as area special representative 
with headquarters in Atlanta. A new 
Atlanta sales district covering Florida, 
Georgia, Alabama and Tennessee will 
be in charge of Clarence A. Carrell 
as district manager. Mr. Carrell, who 
joined Acme Steel 30 years ago, has 
served as acting manager of the 
southern division. 

G. R. “Red” Easley has been ap- 
pointed district manager of a new 
sales territory consisting of Virginia, 
North Carolina and South Carolina. 
Mr. Easley, a specialist in the prob- 
lems of the textile industry, has been 


with Acme Steel for 16 years. Dis- 


trict headquarters will be Green- 
ville, S.C. 

Organizational changes in Acme 
Steel’s eastern field staff have just 
been announced by Mr. Homer H. 
Clark, eastern area manager. William 
E. Close has been appointed national 
account supervisor for the eastern 
area with headquarters in New York 
City. Mr. Close, former New England 
district manager, has been a member 
of the Acme Steel sales staff for 32 
years serving customers from Atlanta 
to the Canadian border. Replacing 
Mr. Close as New England district 
manager is Vincent F. Murphy, for- 
mer special representative in that 
district. Mr. Murphy who joined Acme 
Steel 23 years ago, will be headquar- 
tered in Boston. Gardner W. Mac- 
Donald, Jr. and George R. Timm have 
also been assigned to the Boston sales 
territory. Both men are 1950 grad- 
uates of Acme Steel’s sales training 
program. 





HOW TO FILE FOR 
DEFENSE CONTRACTS 


(Continued from page 42) 





contact with the procurement 
officer and ask to be put on the 
latter’s list. He should make it 
clear that he wants to bid on 
LOCAL purchases; otherwise 
his request may get channeled 
to the St. Louis office. 

The Ordnance Department 








Northern White Pine 
Norway Pine 


RAINY LAKE LUMBER CO. Ltd. 


Sales Office: 


2020 Chicago Title & Trust Bldg., CHICAGO 2, ILL. 


Selling the Products of J. A. Mathicu, Ltd., Rainy Lake, Ont. 
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P. O. Box 151-B 


AVOID ERRORS and SPEED-UP 
LUMBER CALCULATIONS with the 


«Lumber Caleulator - 


55 page book of tables with accurate lumber calcula- 
tions—from 1 x 4” to 8 x 8” including 5/4 and 6/4 
widths up to 22 feet newly revised in handy 4” x 644” 
pocket size. You can determine exact board feet in 
any number of pieces with this quick, easy-to-use cross- 
reference calculator. Only $1.00 per single copy. Quan- 
tity lot prices (imprinted with your name) on request. 


HILL PRINTING COMPANY 








El Paso, Texas 











THE MEADOW RIVER 
LUMBER CO. 


Manufacturers of 


West Virginia Hardwoods 
Rainelle, W. Va. 
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Every Yard Should Have an 
American Car Door Roller 


Best and cheapest 
helper for loading and 
unloading lumber. 





Often pays for itself in one lumber shipment. Adjustable 
to fit openings 5 to 6 ft. wide: double extension roller for 
door 5 to 8 ft. wide. 


Can be furnished with wood or steel beam. “American” 
Logging Tools and Appliances best on the market. 


Write for catalog and information. 


AMERICAN LOGGING TOOL CO. 
Evart, Mich. 

























We're Branded . . 
and proud of it! 





Look for this mark of quality 


PINE AND HARDWOODS, WIREBOUND BOXES AND CRATES. 
PRESSURE TREATED LUMBER, TIMBER AND POLES. 






T. R. MILLER MILL CO., INC. 


onto + mw. ALABAMA 





GILLIES BROS. & CO. Ltd. 


BRAESIDE, ONTARIO, CANADA 


Mfrs. of WHITE PINE (PINUS 
STROBUS) 


Genuine 
Also some Norway and Spruce 
AIR-SEASONED — WATER-CURED 
Rough or Dressed 


Special. White Pine Dry Short Shorts. 
C.Sel. & B. 4/4 to 8/4, 3“&wider x 16/71”. 
1, 2, 3, 4 Com. 4/4 to 8/4, 3”&wider x 13/71". 
Sawmills — Braeside and Temagami, Ontario 
1842 Member N-A. W.L.A. 1951 











YOUR COMPLETE NEEDS 
IN SAWMILL MACHINERY 


Band Mill carriages . . . edgers . . . Portable Mills 
. .. Log stop and Loader . . . Shotgun steam feeds 
. . . Automatic feed table for planing mills. Write 
for ‘catalog and ‘Power House’. 





ind GHUM 


MACHINERY 
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Linwood Siding pre- 
sents attractive 
shadow line plus 
combed design. 


Yew! LINWOOD SIDING* 


Saves 2/3 installation time! 
PRE-FABRICATED e DECORATIVE * 


Se. 


. Pre-fabricated panels—ready to put up. Weather 
proofed to prevent decay, swelling, shrinking and 
termites. 

2. Attractive vertical-line combed design. 


3. Splines lock joint and permit concealed nailing. 
Tongue and groove panel edges. 

4. Large size panels cut installation time to | /3! Sizes: 
32" x 10" and 32" x 14". Cardboard packaged. 


LINWOOD SIDING AVAILABLE NOW. 
Write for folder, prices and installation hints — today. 


AETNA PLYWOOD & VENEER CO. 


1732 N. Elston Ave. Chicago 22, Ill. 
ARmitage 6-71C0 Teletype: CG305 
BRANCH WAREHOUSES: Grand Rapids, Rockford, Indianapolis. 
SALES OFFICES: Reg Milwaukee and Green Bay, Wis.; Minneapolis; 
Richmond, V Springfield, Ill.; Marion and West Lafayette, Ind. 

*U. S. Patent No. 2276170 SEE PHONE BOOK 


PACKAGED 








CONNOR 


“LAYTITE” 


Maple and Birch Flooring 


in Cartons 
(or reqular lengths in bundles) 


Something new in 
modern flooring 


M. F. M. A. SPECIFICATIONS 


Forest Products Since 1872 
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